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...for Livability 


...Lhess risk ... Larger profits 


Now from Harnischfeger, the prefabricated home, the 
building program and the promotion plan that can 
make your program the most profitable you've ever 
had in home building. 


Livability —The new 3 bedroom, L-shaped Clermont 
and Clover ... More than 1,000 sq. ft. of really livable, 
salable and finance-able space ... Better construction, 
better planning, better materials than you could offer 
at much higher prices, building any other way... 
With 1% or 2 baths—basement and slab or crawl 
space, with or without attached garages. And, with 
P&H precision construction methods, the home goes 
up faster, easier, with less on-site time and labor. 


Less Risk—As a P&H Dealer-Builder, you cut your 
risk and investment to the bone. Your capital turns 
faster, builds more homes. You get personalized field 
help in every phase of your building program. And you 
take advantage of Harnischfeger’s 21 years in the field. 


Larger Profits—Start building the Clover or Cler- 
mont Home this fall, and take part in the big P&H 
Home Selling Festival. You get national and local 
advertising support in a promotion that is sure to 
mean profit for you. 


HARNISCHFEGER HOMES, Inc. 


For 21 years, better value for the owner, better business for the builder 


See the 1957 PaH Homes 


GET IN ON THE FALL 


HOME SELLING FESTIVAL 


See the livability, the salability in the new P&H ‘'L”’ 
homes. Learn how you can profit in the P&eH Home 
Selling Festival. Visit Port Washington, see the model 
homes... Aug. 17, 20, 24, 27 and 31. Phone, wire or 
write for an appointment or information now 


PaH HOMES, DEPT. NR-568, PORT WASHINGTON, WIS. 
Phone 611, Port Washington, Wis. 


QUALITY 


P. 


HOMES 





A WOMAN KNOWS BEST 


ABOUT AIR CONDITION ING 


THE QUESTION 
AND ANSWER 
BOOK 


about Home Air Conditioning 


What dees year ‘round 


residential sir conditioning cost? 


will help you sell vour houses 


How much will my alr conditioning cost ,” lo he Ip you know ind under tand sir «ce nity 


nity 
using Carrier has prepared a library of 


“Can | add year-round air conditioning late 


air conditionin book 
my present heating system?” 


lets for real estate peoy le We'd like you to have it 
very day air condition-minded prospects are firing it's yours for the askin, 
questions like these at real estate people 


ind 


With the rapid increase of air conditioning installa 
tions in new and old houses, you'll hear these questions 


first name in air conditioning 
more often. Ready answers will help 


you sell houses 
An understanding of air conditioning serves you in 7 


many ways. ( Bee ause alr conditioning is { 


the way to overcome summer heat indoors 


ar more than CARRIER CORPORATION 
It also brings S Cedd ae — = 
freedom from dampness, dust, pollen, drafts 
You ll be able to advise your builder clients on the 
popular design features which air conditioning makes 
possible explain the advantages of living with year-round 
air conditioning. improve the salability of old houses by 
adding air conditioning. win the confidence of prospects 
with your accurate answers to their questions 
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THE JOURNAL REPORTS 


Much of the inadequacy of our present knowledge 
about the 


xl ye 


tatus of housing should be overcome 
re Congress has allowed $1 million for 
to be taken by the 
this vear. Statistics will 
all phase of 
hould be an invaluable help 


in determining your future plan 


il 


a new hou ing inventory 


Sureau of the Census 


be compiled on almost housing 


na 
and 


the material 


“Even if mortgage credit should ease in the months 
thead. there } 
building wv 


ar no assurance the rate of home 
ill advance to any 
o say United States 

cials Norman 
What 1 


development 


they 


marked degree 

Savings and Loan League 
Strunk Arthur M. Wei 
needed to perk up production 1 
of new 
to 


and 
mie 
the 


models 


and exciting house 


say tumulate buyer interest 


Senate Labor Committee has approved a bill ex- 
tending the World War II GI Bill year 
which would put back the final date on expira 

of the Home Loan Guaranty Program to 


28, \ further amendment allow 
until July, 1959 for processing loans on houses 


one 


tion 
July 1958 
old before the termination date. Senate action 
is expected shortly and the House is likely to 


go along 


Broadening the coverage and 
terms of FHA 


by George S 


liberalizing the 
recommended to Congre 

NAHB’s second in 
command and a Realtor buildey from Charlotte 
North that 
a single pro 
with 
falling somewhere 


Was 


(,o00dveat 


recommended 
ystem be 
veterans and non-veterans alike, 
down payment requirement 
I the present FHA 


between 
the VA no-down payment 


Carolina. Goodyear 


mortgage financing 
vided for 


requirements and 


John Dickerman, executive director of NAHB, 
gives this report on the status of the home build 
ing field Costs of material and labor 
Bids from subcontractor 
tically all builders report their profit 
as down. Land price 


are up 
Pra 


unit 


are moving up 


pel 
continue their sharp up 


ward rise Problems of financing. mortgaye 


and community facilities are uppermost 1 


They are having more dif 


n 
mind 


than | 


builder 
ficulty 
e! 


ist year in qualifying their buy 
Dickerman goe De pite all the 
problem the will still be 
markets communities in thi 
Builders are just going to have to work 
than ever to find those markets and to 
All of which point better 


effective ale com 


on to say, 


builders have. there 


good in =omost 
country 
harder 
el] 
bu 


init 


them 


fo even 
for the 


month 


ine agent in 


NREB’S recent survey of retail business rental 

pace shov rent 
better than a 
half of the areas in the survey 
at 1' or le Office building 


are expe ted to maintain then present 


holding up well, and in some 
doing \ 


with 
them 


case year ayo acanctl 


ire low 


reporting 
rental 


levels or increase during the coming year 


NATIONAL REAL Estate AND BuiLpiInG Jour 


Lis 


Through the first quarter of this year, mortgage 
debt on one-to-four-family properties stands at 
than $90 billion. Of this. shghtly more 
than $40 billion is underwritten by the govern 
VA loans account for roughly $25 billion 
and FHA insured mortgages for about $15 bil 
hon ype ol 
rank this way: Savings 
$31. billion life 
billion commercial 
individuals 


banks 


more 
ment 


lender holding these mortgage 

ociation 
companie S18 

$15 billion plus 


mutual 


and loan as 
insurance 
bank 

$11 billion plus 


$11 billion plus 


saving 


Voluntary Home Mortgage Credit Program, born 
of the Housing Act of 1954, has S158 
million in mortgage funds to be made available 

hort life. In 

families have 


ol 


cau ed 
during it 15 months an estimated 
benefited the 

maller communities 


18.000 


from pro 


yram. most them in 


A decline of approximately $1 billion in residen- 
tial construction is expected to be the final re 
ult of the fall-off in housing starts thi 
Last idential construction hit a 


total bilhon 
cre idential construction, as 


yeat 
year, 
of 


in 
construction 


re 
$15.5 


record 
Making up for the de 
the 
concerned 


ase res far a 


industry as a whole is 


is the tremendous increase in heavy tru 


and industrial con 
will hit $31 billion, public construction wall hit 


tion. Commercial truction 
$13.5 billion, and highway construction v 


the $5 billion mark 


ill go 


ove! 


HOUSING STARTS 
l nde rline d 


PUBLIC 


ile record 


AND PRIVATE 


figure iri ice 


for that period 


} OD 145 


490 


74.0 


rate ) month 
195.000 

1 126.000 
100.000 
110.000 
110,000 
1/0 (He 


(ww) 
August 0.000 
eptem be ; 1 (nw) 
Oct 
\ } 


,ovetTl 


91 Onn 
er 104,000 


OOO 


June was a bleak month, as far as housing starts were concerned 
The 104,000 starts mark a decline of 400 from May, and 
10,000 less than June of last year. The first six months showed a 
drop oA 1KR% from 695,000 to 970000. Almost 
no one is still clinging 1.53 million as this year’s total, and 
some experts predict the total will fall as low as 900,000 which 
would be the lowest annual total since 1949 


are 


in total starts 


sist, 1956 





UNDER ALL IS 


A program to stimulate the most 


powerful asset of a successful Realtor... 


Word-of-Mouth Recommendations 


What is your best source of prospects? Most leading Realtors will answer such a ques- 


tion with a determined, “Word-of-mouth recommendations.” 


Call them word-of-mouth recommendations, personal references, referrals, or what you 


will, a successful Realtor is largely dependent on what people are saying about him. That's 


the foundation of his business. 


~ 


Recommendations are important to any businessman but because of the very nature of 
real estate, third party influence is especially important to you as a Realtor. You serve 
a client relatively few times in his lifetime. People can't sample your wares or your serv- 
ices. You have no national brand to talk about. You have essentially no standardized 
product to sell. Rather you are selling your service your integrity, skill, experience 


and knowledge of real estate 


So, how can you stimulate favorable recommendations? How can you keep favorably 


before the people of your community? 


First, you must merit confidence by dealing fairly, wisely, and conscientiously. But you 
can go further in developing that confidence and goodwill by rendering a service to key 
persons in your community who are the best source of recommendations — employers of 
labor, civic leaders, prominent professional men from whom others seek advice. Because 


people know little about real estate and deal in it infrequently, they invariably seek the 





advice of those persons whose opinions they respect 
They ask, “I’m thinking of buying a house, what Realtor 
would you suggest I see?” or “What do you think of 


Jones Realty?” 


Working with leading Realtors, NATIONAL Reau Estatt 
AND BurLpinc JourNAL developed a program to fill this 
long-felt need in public relations — a program for the 
exclusive use of one outstanding Realtor in each com 
munity. This service, called OWNERSHIP, helps en 
hance reputation, build goodwill, and mold favorable 
public opinion for the Realtor who is selected for the 


franchise. 


OWNERSHIP tells the up-to-date real estate story 

the facts about your business — interestingly and au 
thentically to the influential persons in your commu 
nity. But most important, it renders a service and im 
presses upon these people the high standards by which 
you operate — the way you do business. OWNERSHIP 
commands the respect and interest of those members 
of your community who are in the best position to 


refer others to you. 


The exclusive franchise for the use of OWNERSHIP is 
available to Realtors only and is awarded to only one 


qualified, recommended firm in each community 


If you are interested in learning whether the franchise 
is available in your community and in being considered 


for this program, address your Inquiry to 


NATIONAL REAL ESTATE AND BUILDING JOURNAL 


CEDAR RAPIDS, IOWA 


Typical Comments 


From Leading Realtors 


WNERSHIF 
‘ 


pe 
We wv 
rif 


WNERSHIF 
lord 





The Law Says! 


© What constitutes a legal easement agreement? 


® Does abandonment of a homestead waive a deed? 


By GEORGE F. ANDERSON 


FEIYHE Report of Title showed the 

building encroached about two 
inches on the property. The broker 
got a letter from the adjoining 
owner addressed to the buyer stat 
ing, “Permission is hereby granted 
that the building you are buying 
may stand on its present location 
as long as it lasts.” The C. T. & 
T. Co. waived the objection 

This writing was insufficient 
but the C. T. & T. Co. waived it 
because their owner's policy is 
ubject to questions of survey 
They explained to the broker why 
they waived it, but he didn’t say 
anything to the buyer. The buyer s 
wife had to go and start a fight 
with the wife of the adjoining 
owner about a tom cat and that 
tarted the fireworks. The buyer 





SALES 
MANAGER 
WANTED 


Colorado's 
modern 


and 
estate 


newest most 

real ollice 
building. Firm did largest 
volume in Pueblo in 1955 
(Colorado's second city) \p 
plicants must have real estate 
background, be capable of 
managing and directing 
people, and be able to accept 
full responsibility and exer 
authority. Must be am 
bitious and aggressive. Secut 
ity, future and 
direct proportion to your abil 
ity to produce results. Give 
complete detailed informa- 
tion as to background, expert 
ence, present position, income 
and references. Replies will 
be confidential if requested, 
Call or write Mr. Hausman, 
Treasure Chest Realty, Inc., 
255 West Abriendo, Pueblo, 
Colo.; Lincoln 4-6714, 


cise 


Inoome in 














had to pay $1.000 for a 
Kasement Agreement 
A proper Easement 
should contain 
Names of the parties 
Consideration 


prope! 


Agreement 


Description of both proper 


A statement of the easement 

It should the hen 
assign 

It isn’t easy 
sign such a formal document, and 
the question usually is, Will he 
sign anything at all? | have drafted 
the most innocent appearing form 
I think Here it 
1s 
Mr. John Doe 
5940 Evans Ave 
Chicago, Ill 


run to and 


to get an owner to 


will pass muste1 


Dear 


I have been 


Sir 


that 
property, de 


informed 
your 
scribed as follows 
DESCRIPTION 
This property is north of 
adjoining my property 
one has stated that 
above described encroaches on my 
property inch. If 
such is hereby agree 
with heirs and assigns 
that your building may remain in 
its present 
said building 


you 


are selling 


and 
and some 
your property 
a little over an 
the 


you, your 


case | 


situation as long as 


tand 


SEAI 


Check that with the require 
ments and see if they are all pres 
ent. The (SEAL) takes the place 
of consideration, but if a con 
sideration is should be 
stated not to suggest 
consideration to the owner but to 
get him to sign without considera 
tion. The agreement should be 
made with the present 
with the prospective 
states, “I have been informed” be 
cause this makes an easier ap 
proach than to say definitely, ‘“The 
building next door encroaches on 
your property % 

If you pick any flaws in the 
form I shall be pleased to hear 


paid it 
The idea is 


and not 


ownel It 
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work out a 
good form together. I feel justified 
in thi deceitful 
proach to the owner, because 


from you. so we can 


omewhat 
we're trying to accomplish 1 
prevent extortion 
ing S100 or 
but I have seen owner 
$10.000 for a couple of 


worth more than $100 


yer K came to a law office 
[ all hot and bothered. He had 


closed a deal. ordered a later date 


Insofar a pay 
don t 


sO. we object 
demand 


inches not 


and when the Report of litle came 
through he learned he had for 
take the acknowledge 
ment on the deed. Thi 
right of Homestead in 
the grantor. The 
if the grantor was in possession 
The broker told him he had been 
but the day after the 
deal wa The aid 
deed in it come 
the otlice 
have objec tion 


That load off the 


gotten to 
left an out 
standing 
lawyer asked him 


moved out 
closed 
Bring the 
back 


and 


law ye! 
when 
Recorder 
the 
took a 


from 
Id] 
waived 
broker's mind 
How could 
plish this? 


By reason of the principle 


lav Ver accor 


the 


that 
home 


de d 


abandonment” of a 


In pursuance to a 


ub 
knov 


may 


titles are 
You 


The condition 


fb soy SANDS of 
ject to 


conditions 
what | mean 
be not to manufacture, sell or con 
ume liquor on the premises; to 
observe a certain building line, o1 
of architecture 
with 


Oct upation 


a designated ty pe 


or construction. or conform 
ome stated use or 


Such conditions are usually refer 


red to a reverte! 
Every fire insurance poli y pro 
that the 


ole ownel hip l itl 


vide unconditional and 
ured 
thi 


his 
ted 


the in 
Vance on ft Late 
the 
the 
ubject to condition or 

Further 
unconditional 


Urarice 


exists in insured when 


interest in property 1s ve 


in fee, not 


contingency Che own 


not when 


ured 


el hip ! 


the in title contains within 
itself a 
of defeasance 
this it 


poli \ we 


contingency o1 condition 


Krom would seem every 
the tithe 


have, where 


has a condition in it where 


the condition is not referred to in 
the poli \ is void 

Ol cour there 
Fire in 


are usually 


th 


COM pane 


consola 


tion urance 


very decent and don’t 


take advantage of technicalitie 


particularly when the loss is small 


ATE AND Buiipl 





| LETTERS FROM READERS 


Justice Is On Our Side 


It has been my intention for 
ome time to write to you concern 
ing your fine publication, the 
Vational Real Estate and Build 
ing Journal 

| have been a subscriber for 
the past ten consecutive years and 
1 am plea ed to tell you that I look 
forward to the receipt of thi 
magazine each and every month 

It has always been my opin 
ion that the National Real Estate 
and Building Journal has a well 
rounded out editorial content and 
a versatility which appeals to the 
large and small members of the 
real estate and building industry 

As a Realtor, | have found 
your coverage of such subjects as 
elling. financing, sales training 
and other important phases of our 
business has been of great value 
fo me in my operation 

I maintain an organization of 
three offices and twenty-five sales 
men and one of the big problem 
in this business is to keep your 
iles meetings interesting. | have 
found many of the articles in the 
JouRNAL very helpful to me in 
programming uch sales meetings 

So far as | am concerned, the 
JOURNAL Is an absolute must in 
my organization and you might 

well put me down nght nov 
as a life-time subscriber 

Jack JusTict 


Viiami Bea h Flor ida 


Sales Training Series 
Your recent article on ale 
manship were excellent 


Vins. Bernice Crossy 
Webster City. lowa 


keditor’s Note All of the Jour 
sAL’s Sales Training Series. plus 
a number of other hard-hitting 
sales articles, have been collected 
in a new book Sect More! 
Sect Berrer!” /ndividual copies 
may be obtained for your sales 
force at $1.50 each 


CORRECTION 


The article Their Secret | 
Word is Promotion,” in the 
June issue of the JouRNAI | 
was contributed by Phillip | 
Orso Steinberg of Minne 
apolis. Proper credit for the 
article should be given the 
author 






































BEST BUY FOR 
ENT? 














here’s why... 


Smooth, solid; st 1ys flat 
Nails won't work loos« 


Makes floor coverings look 
better; no seams or ridge 
to offer point of Mi il 


FREE! 


FIR PLYWOOD 
FACTS BOOK 


Write for handy 48-page 
pocket size specification 
guide. Contains applica 
tion, finishing and grode 
data Douglas Fir Ply 
wood Association, Dept 
NR, Tacoma 2, Wast 


to cut, fit, fasten 
Dry! Won't shrink or swell 


Cut costs by using as com 
bined subfloor-underlay. Gives 


trength plus smooth surface 


INSIST ON DFPA GRADEMARKS! 
DFPA grademarks are your assurance 

f plywood quality. Specify PlyBose 
or PlyPanel grades for underiayrn 


Other grades for other iob 








|Guide To New PRODUCTS & ADVERTISERS | 





How to use this Guide: The number to the left of a manufacturer’s name is dupli- 
cated on the Inquiry Form. Mark the numbers on the Form about which you want 
more information at no cost or obligation. Cut out Inquiry Form and mail today. 


NEW PRODUCTS 

Harnischfeger Homes, Inc 

Prefab Features Attached Gar 
Norris- Thermador Corporation 
Kasy View” Oven 
Louvercraft, Inc 

Shutter Beauty 
Rayovox Manufacturing Company 

Electronic Intercom Servic 
Remington Rand Corporatio: 


Portable Photo ¢ pier 


Elkay Manufacturing Company 
Stainless Steel Sink 

The Stiglitz Corporation 
suilt-in range and oven 

New Castle Products. Inc 
Tub-master” 

Wiremold Company 
Plugmold 2200 


Gladding, McBean & Company 
Hermosa Tile Booklet 
Ornamental Concrete, Inc 
Concrete Pattern Imprintet 
2 Crawford Door Company 
Customized Design Packaged 


8-28 Fenestra. In 


AQ 


Folding Steel Door 


Iron Fireman Manufacturing Company 
Twin Heating and Cooling Units 


ADVERTISERS 
Active Display Advertising 


Carner Corporation 

Douglas Fir Plywood 

General Air Conditioning Corporati 
Harnischfeger Homes, In 

Inland Homes Corporation 


Marvin Kratter 


7 Lincoln Press 


McDonald Bar Work 
Moorlee Display Advertising 
New York Legal Exchange 
J. J. O'Mar: 
Ownership 
Perfect Home 

| Real Estate Training, Ine 
Reynolds Metals Company 


Setlich Sign Company 


+7 Thuro-Bilt Home 
+8 ‘Treasure Chest Realty 


Products Editor 


NEW BOOKLETS 
Land Planning NATIONAL REAL Estate AND BuILbING JOURNAI 


} Kitchen Specifications +27 Sixth Avenue S.E., Cedar Rapids, lowa 


I want to know more about the items checked 


An Architect Discusses Shopping Cente: 
Ppms below. Please see that complete information | 


Oven and Burner Installations sunt to ene withadt cect ox ebltention 


Real Estate Recordings a 7 


8-2 8-12 
8-5 8-15 
8-4 8-14 
8-5 15 
8-H 16 


3) 
$2 
$3 
4 
‘5 
iO 
47 
$8 
9 
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Cooling Tower Catalog 


= 
“= 


hngineering data for Carrier’: 
hermetic refrigerating machine 


-— - te 
— 
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1957 Employee's Income Tax Book 


= 
_— 
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4-4 
8-10 


18 
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Progress Manufacturing catalog 
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Kor Safety Important Facts You Should 
Know About Grounding Electricity 
Kwikset Catalog 


, Name 
Cambridge Tile Company 


Ceramic Tile Firm 


26 Rex Chemical Company 


Aqua Dry Concrete Sealer Street 


27 A.J. Lindemann & Hoverson Company 
Double Oven with Rotisserie 


| 
| 
! 
| 
! 
l 
| 
| 
! 
8 
; ‘ 
Wiring for Residential Outdoor Lighting { 87 8-17 
| s 
# 
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City Zone 
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Product Progress 


® New Models 
® New Equipment 


® New Ideas 


Prefab Features Attached Garage 


In answer to a long-standing need in the prefabricated home industry 
Harnischfeger Homes. Inc has come out with a new line of 1956 
houses featuring SIX expanded pace model with attached garage 
Planned to give maximum floor area and storage pace for the money 
in the lower and middle income ranges, the 1956 line of Harnischfeger 
P & H Homes includes floor plans varying from 832 to 1,040 square 
feet in addition io basements, « arport or garages Lhe standard attached 
garage is 12*26 feet to permit ample storage space. Offering a variation 
in design not formerly possible in community developments, the new 
P & H Home with attached garage requires no more frontage than 
ordinary carport home 


Oven With an “Easy View” 2 

An “Easy View” Oven with a 9-9/16” x 8-9/16” double glass window 
has been added to the Thermador line of Bilt-in Electric Range I he 
oblong window, consisting of double panes of heat-treated gla with 
an air-insulated compartment between, allows fog-free inspection of 
the entire cooking process without opening the door. A special silicone 
seal on the inner pane assures minimum heat loss while preventing 
discoloration by sealing greasy vapors out of the au compartment 
Available in stainle teel, the “Easy View” and standard ovens, plu 
a wide assortment of cooking top are also offered in seven enamel 
color canyon Copper, sandalwood brown, daffodil yellow regal res 
willow green. desert pink and sugar white 


Shutter Beauty os 


Dramatic lighting effects and rich, warm backgrounds for furniture 
and greenery can be created by the use of movable shutter window 
louver doors and foldaway partitions. Louvercraft of New York an 
nounces the availability of an entire new line of authentic replicas of 
the handsome shutter of Colonial America. De igned to harmonize 
with traditional provincial or modern setting the hutter are avail 
able in a wide variety of standard sizes and hapes from hinged folding 
doors to arched windows to rectangular louvered doors with gracefully 
arched frames. A custom designing service is also provided to meet 
individual decorative prelerence The interiwr indov huttes pour 
tured contain movable louver ind are manufactured of clear bate 
pine They are factory assembled and hinged and come provided with 
hooks. knobs or striking medallion 


No Eavesdropping Allowed 8-4 


Home music distribution, office communication electromic bab 
iting and door-answering butler services are all possible with a me 


pre wired electroni intercom service available in flush. des} and wall 


surface mountings. Although the basic five station tem requires only 
one amplifier it can be turned on by remote control from an ol the 
other station no tube warm-up time being necessar The maker 
tayovox Manufact ining Compan 0 out that th the onl 





New Training Film that ingle amplifier packaged system which permits any 


station to call any one or all other stations. Eaves 
dropping can be prevented by a special privacy 
shows switch and all master units permit answering from 

a distance no switching is necessary by the partie 
being called. Available with a gold metal selector 


bh panel, the units have a black frame which can be 
yow ow painted to blend with the wall 


to start a 


Portable Photo Copier 
TRADE-IN PROGRAM Remington Rand an 


nounces the availability 
of its Portable Photocopier 
designed to copy pages of 
bound books just as easily 
as flat material. Weighing 
only, 13 pounds complete 
with cover. the all-metal 
unit is finished in gray, 
simple to operate and pro 
duces full-size copies of 
any record whether typed. 


Heart of the Kitchen 


Lustertone stainless 
steel sinks were recently 
displayed at the National 
Housing Center in Wash 
ington, D.C. Designed by 
the Elkay Mfg. Company 


LEARN! the display featured Fl 


: kay’s “Sit-Down” sink and 
@ how to obtain funds through investors to handle trades a double bowl sink top 


@ methods of determining value of trade-in properties with drainboards 
@ how to market trade-in homes 
@ how training will benefit your company and salesmen 
@ what forms and systems are needed 

Based on the highly successful trading methods of the Gordon If you don’t care to damage a page by clip- 


Williamson Company of Detroit, this full color sound slide-film 

, . ; 
with reference manvol gives the complete story of how trading ping an advertiser's coupon, use the handy 
helped this Company increase its volume from $8,000,000 to 


$20,600,000 in just one year inquiry form on page 10. 


BROKERS! BUILDERS! 


Order this full color sound slide-film now! Here is 





everything you need to help you start this important 


phase of the Real Estate business in your company Stiglitz Built-Ins 8-7 
$150 It’s a pretty well accepted fact in the building busi 


ness that the kitchen is the most merchandisable room 
Includes the thirty minute full color slide-film with in the house. Here we 
sound plus ten supplemental reference manuals. have the Stiglitz Infra 


Aire built-in range and 
REAL ESTATE TRAINING, Incorporated 7d ven According to the 
P. O. Box 4838 Redford Station Stiglitz ¢ orporation, Stig 
Detroit 19, Michigan — litz built-ins are backed by 


Yes, please send me your flim, “THE TRADING EVOLUTION IN REAL ESTATE b othe 1 


ver > years experience 


including the sound recordin and 10 manvals 
+] e 


‘ the mi acture of 
C) Send postpaid. Check for $ enclosed * @ } = le manufacture \ 


cooking equipment an 
[] Send C.0.D. | will pay postman $ plus charges < assurance of sound engi 


NAME POSITION / neering and trouble-free 
COMPANY ADDRESS performance. Stiglitz of 
fers many quality fea 

tures. For example, the in 
| ver) is so insulated 


REAL ESTATE TRAINING, inc eae fe 





city ZONE 








can be inserted in 
P.O. Box 4838, Redford Station © Detroit 19, Mich a wood cabinet with '% inch side clearance o1 4 inch 
top clearance. Another feature is the cooking top that 
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HURO /BILT 


and their PROFIT-BUILDING services! 


Low-cost package homes 
designed for high volume 
project operation in the 
$8,000 to $12,000 field. 


High quality, conventional- 
appearing, precut packages 
to meet local codes - in the 
$12,000 to $18,000 field. 


Custom designed, deluxe 
packages for the over 
$20,000 market. 


Progressive real estate firms today greatly increase THURO BILT will handle all the 
their income by selling architect-designed details for you including complete 

THURO BILT Homes. Exceeding FHA and VA erection. Add the new line of 
requirements, they sell rapidly and in volume THURO BILT Homes to your list 


with unbelievable profits to you. of “Homes for Sale” today. 


You Get All of These 
Special Advantages: 


VERSATILITY 


THURO BILT offers several basic de- 
signs with a wide choice of floor plans 


QUALITY 
Finest quality materials used through 


out. Build THURO BILT Homes and 
you'll take pride in the fine workman- 


- ship! 
— CONTESSA MODEL STYLE 
p-to-the-minute in style—42’ x 26’—3 bedrooms— 
exceeds FHA, VA requirements. Unlimited range Eye-catching designs as advan ed by 
of variations—widely accepted design and a host of leading architects are used in THURO 


2 . 
special selling features to meet the wants and de- BILT Homes 


mands of today’s buyer COMPETITIVE PRICE 
Excellent pricing structure means good 
acceptance even in the most competi- 
tive areas' 


ERVICE 

THURO BILT ; . 
designs using masonry rHURO BILT is equipped to give spe- 

construction mean highest cial service to each of its customers 
quality—lower costs— PHURO BILT can assist with finan 

aaahent rofits ing and land development. These fac- 
F, F i i i tors are extremely important to the 
ast-selling split-leve busy builder of today 
models are also available 


‘ MAIL COUPON TODAY 





+ 
if t's THURO BLT, A THUROBILT staff of experienced men is ready i 
it's PROFIT-Built to put you quickly ond andi into this lucrative g THURO BILT Homes, Fairbury, Illinois 
pre-assembled building business. Let THURO j Please send full and complete details on 
BILT’s building team start you on extra profits today! | THURO BILT Homes and services at once 
Send coupon or Phone or Wire for immediate action. | 


THURO BILT jam 


ELT | prooucts ete 


INC. OF cea on 


! 
2 Plants to Serve You Promptly ~ i 
Anywhere in This 12 Stote Area = FAIRBURY, ILL. —PHONE 666 BELLEVILLE, OMIO—PHONE 3551 | 








t intend to build 7 homes this peor 
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© ALUMINUM 
© 28 GAUGE RIGID METAL 
© '¢ TEMPERED MASONITE 


© WEATHERPROOF CARD- 
BOARD 


© DAY-GLO SIGNS 

© SUPER GLO SIGNS 

© METAL SIGN STAKES 
© BUMPER STRIP SIGNS 
© STOCK SIGNS 


Serving over 25,000 Real Estate Firms. 





PHONE 3371 


FOR SALE 


REALTY 
COMPAR 
J.P. COBS 0.8. Lepsmiag 


253 MAINST. PH. 2308 














Write us your needs, Prompt Service... 


Phone CAnal 6-5030 
ay “WE SIGN THE NATION” 


4CTIVE DISPLAY ADV. 


1702 W. 19th ST., CHICAGO B, ILL. 








Just off the press! 


Need Mortgage Money? 


Conventional — F.H. A. — V. A. 


Want to Know Where You Can 
Get It On the Best Terms? 


Pick up your ‘phone and talk personally with the men who 
buy real estate mortgages for mutual savings banks and 
insurance companies all over the United States 


All you need is 


] a copy of our up-to the-minute compilation 
e of 527 Mutual Savings Banks in the U.S 
which have investments in mortgages 


? a copy of our latest compilation of 400 Legal 
e Reserve Life Insurance Companies which 
buy and lend money on real estate 


Here, in nearly all instances, are the names of the men 
who can buy your mortgage on the best terms—the mort 
gage loan officer and the head of the real estate department 
of cach bank, and of each insurance company 


Big profits can be made from these two services. Their 
$19.50 for the list of Mutual Savings Banks 
only $34.50 for both 


cost is small 
$19.50 for the Life Insurance list 


Mail your order and your check TODAY to 


NEW YORK LEGAL EXCHANGE, Inc. 


550 Fifth Avenue i. ee 12 ee) N Y 


requires only 43-inch depth which allows full use of 


the top drawet 


Curtain Call 


More buy-appeal in bathroom 
with a “custom-bath” appearance 
tub-shower door called 
Tub-master” offers a safe, 
attractive enclosure which 
fits standard recessed tubs 
and is easy to install 
Folded against the wall, it 
makes the tub completely 
accessible and the bath 
room appear bigger. In its 
folded position, two bars 
transform Tub-master into 
two by pass doors, provid 
ing a hand support on the 
inside and a towel rack on 
the outside. Translucent, fade-proof panels are made 
of high-impact Dylene plastic that can’t shatter, chip 
flake or peel and “give” when bumped 


can be achieved 


A sliding, folding 


Pre-Wired and Pretty 

2200, 
thee =e 
electrical 


Plugmold 
combination outlet 
system. wiring 
system and steel baseboard 
developed by the Wire 
mold Company of Hart 
ford provides electrical 


new 


e 


A place for everything — everything in place with 


ce 2 ” For Legal Files 
‘Ty [ : 10 x 15 
ea aver Sr. Size 
FILE o— 

ENVELOPES For Letter Files 


9x12 
FOR REALTORS Je. Size 





100 Only 
—EE 








@ Progress of deal instantly visible 
@ No hunting for mislaid papers 
@ Nothing omitted - 
@ Printed check list covers every item 
‘USED BY REALTORS IN 48 STATES AND CANADA 


NEW POLICY 


WE PAY POSTAGE 
ANYWHERE IN U.S.A 
a 


nothing neglected 








You risk nothing - 
money back if 
not satisfied 


Just send $10.00 
and STATE SIZE 

















LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. 


Gentlemen 
Enclosed is my check for $10.00 


Rush 100 “Deal Savers’ 
Add 3% sales tax in Michigan 


NAME 


ADDRESS 
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outlets on 30” or 60” centers. It also has extra capac 
ity for future wiring expansion 


Do’s & Don’‘ts in Planning 


Hermosa Tile, a glazed 
ceramic tile produced by 
Gladding, McBean & Co.. 
is the featured material 
in leaflet giving basic prin 
ciples of kitchen and bath 
room planning. Such in 
novations as built-in bath 
room scales and swing-out 
cabinets are included, as 
well as step-saving prin 
ciples and keys to beauty 
for well planned homes 


Looks Like the Real Thing 


Here’s a new tool which 
will impress various pat 
terns in freshly poured 
concrete, Manufactured by 
Ornamental Goncrete. In« 
of San Francisco, the tool 
permits you to achieve 
various patterns on the job 
at less cost 


Want Variety in Project Garage Doors? 8-12 


Crawford Doors new 
customized design package == 2 g 
service provides Ta 
with equipment to individ ie 
ually ~s every garage EE es =. 
door at no extra cost and : 
with a minimum of labor secece tits: “ C1 
The illustration shows a eseses sseses 
few of the possibilities 


New Booklets 


Subdivision Sorcery No one denies that “hit-or 
miss” land planning should be eliminated. A new 
booklet containing $2 pages of information on “Land 
planning” points out the best practices for develop 
ing subdivisions that will hold their value. Site selec 
tion, street and block patterns, lotting and siting 
sewers, watel and power PrOovVIslons Are ill fully dis 
cussed with the goal of providing the best in inte 
grated neighborhoods 8-13 


Kitchen Specifications 
specification booklet covering its entire line of cabi 


\ complete new lb-page 


nets, cabinet sinks, dishwashers, disposers and built-in 
cooking equipment has just been issued by Youngs 
town Kitchens. To simplify calculations for FHA 
minimum requirements the back cover features four 
charts giving lineal footage ol equipment ind kitchen 
minimums for various size homes 8-14 


Shopping Centers Discussed An Architect Di 
cusses Shopping Centers” is the tithe of a recently re 
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| MOORLEE six scrteuen 


PROPERTY AND FOR SALE SIGNS 
LOOK BETTER + LAST LONGER 


AND Brung Results 
Let us show you how the FINEST can be had for LESS 


A complete stock of REALTOR'S & BUILDER'S STOCK ITEMS on hand 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 





FREE DESCRIPTIVE FULL COLOR 
LITERATURE AND PRICES SENT 
AT ONCE 











MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BLVD BEVERLY WILLS CALIF 


‘? Pi 








ANNOUNCING THE 


New 
KEY LOKBOX 


BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


a SIGN OF 
PROGRESS 


Permits 50% more time for actual Selling, Showing and Listing 
of Properties 


@ Only one key needed to every listing in any ¢o- 
operative group whether there be 10 of 10,000 

@ Eliminates going after and returning key to listing 
office 

@ Eliminates duplicate keys and key boards 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc 


Perfect for any listing whether Furnished, Occupied, or Vacant 


Palinet Pimoingd 


Non-duplicating keys 
furnished 


Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


Made of Durable 
Stainless Steel 


FOR FURTHER INFORMATION 


EXCLUSIVE 


MOORLEE DISPLAY ADVERTISING 


» Robertsor t y 4 


TRIBUTOR 











WORLD’S SMALLEST 


COMPLETE KIC HE 


ONLY 42 INCHES WIDE <4 % 


TOVE 


OVEN 





SINK 
REFRIGERATOR 
FREEZER 

TORAGE 


WRITE 


General Ritat GENERAL AIR CONDITIONING CORP 
NAT NV f ALS At f 1 ware ise 


iWID ¥ AND RVICE Tate 


ALL STEEL 


SIGN HOLDERS 
Designed Fy 
Wh-Donald 


ARD LIPS Inro Frame 
NO STAYS THERE 








@ No Bolts All Welded 
in one piece! 


@ No Nails e 
. Weatherproofed 
@ No Screws in Green or Black 


22”x14” Wt. 8 Lbs. $4.25 
20”x12” We. 7 Lbs. $2.95 


Stocked in Two Sizes 


Special Sizes Made 
To Order 


Prices include freight on 25 
r more, smaller lots F.O.B 


m, Ala 


Send us a trial order, If not satistied, your money will be refunded 


McDonald Burglar Bar Works 


P. O. Rox 1687 10 Second Ave., No 
Phone ALpine 4-3962 


BIRMINGHAM, ALABAMA 
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leased brochure containing five articles concerning 


site selection, teamwork 


in planning, store design 
parking and landscaping problems and the operation 


ol completed shopping centers 8-15 


Oven Versatility 

Holly Appliance Co 
of wall oven and top burner installations showing the 
attractive color range ol Western Holly ranges chosen 
to blend or cortrast with surrounding kitchen decor 


\ new folder put out by Western 
contains 14 full color pictures 


Dimensions and suggested kitchen floor plans for these 
gas appliances are printed on the picture backs 8-16 


Real Estate Recordings \ new catalog titled “Rea! 
Estate Recordings” lists and describes tape recordings 
made at NAREB conventions and various state and 
regional meetings. Handy reference material on lead 
ing real estate problems is available on the tapes which 
can be reproduced on any standard recorder, run from 
20 minutes to an hour in length and are priced from 
$3.50 to $5.00 8-17 


Packaged Cooling Towers \ complete line of pack 
aged cooling towers are described and illustrated in 
Dover 


log. Featuring discussions of 


Manutacturing Company's new 12-page cata 
take-a part 


catalog gives specifications, dimen 


Dove rs 
construction the 
SIONS, Capac ity tables and engincering data along with 
illustrations of various installations 8-18 


Lightweight Refrigerating Machine Engineering 
data is now available for Carrier Corporation's new 
hermetic centrilugal refrigerating machine, a light 
weight unit produced in 90 to 350 ton capacities and 
featuring low installation costs. The 19-page booklet 
contains tables for selecting the right combination of 


ESTATE 


é 
S 
Me VvEsTMENT 
R 


EAL 
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compressor, cooler and condenser, intormation on 
wiring and water novszle arrangements and cutaway 


drawings showing features of the new machine. 8-19 


Preparing Your Income Tax Income tax blues? De 
tailed, step-by-step instructions on preparing individ 
ual tax returns will again be available when Prentic 
Hall releases its 1957 Employee's Income Tax Guide 
book. Highlighting Hoover Commission findings on 
possible reductions of government expenses, the 43 
page booklet tells where taxes go, reflects any changes 
in tax law or the actual forms and features a blank 


back cover which can be imprinted with a special 


8-20 


message 


Outdoor Lighting for Homes Outdoor lighting 
comes under review in General Electric's new booklet 
entitled “Wiring for Residential Outdoor Lighting 

Comprehensive illustrations, discussions and diagrams 
suggest uses for outdoor lighting fixtures and weather 
prool outlets 8-21 


If you don’t care to damage a page by clip- 
ping an advertiser's coupon, use the handy 
inquiry form on page 10. 


\ 


Catalog of Progress Lhe new 72-page catalog of the 
Progress Manulacturing Company of Philadelphia 
shows the firm’s complete product line of lighting fix 
tures, ventilating fans, range hoods and door chimes 
\ detailed de scription of 912 Progress items, including 
144 fixtures of the newly acquired Marco division, is 
included 8-22 
Safety First lo interpret and clarify new and re 
vised requirements of the 1955 Electrical Code that 
pertain to the sale operation of portable tools and 
appliances, The Arrow-Hart & Hegeman Electric 
Company has just released a 12 page illustrated book 
let called “For Safety Important Facts You Should 
Know About Grounding Electricity 
a description of the 


Also included Is 
company’s complete line of 


grounding devices 8-23 


Kwikset Catalog 
ished brass, satin brass, polished and satin chrome 
bronze, black and aluminum are described and illus 
trated in the new Kwikset Catalog which also includes 
a listing of various installation aids 8-24 


Locksets, trims and mounts in pol 


(Order the following books direct from their publishers.) 


Home Buyer's Handbook Who should buy a house 
When is the best time to buy? How do you find the 
house you wanty These and many other questions are 
answered in a 7&8 page illustrated Home Buyer's Hand 
book available for one dollar from the Housing Re 
search Foundation, 8500 Culebra Road, San Antonio 
6, Lexas 


Air Conditioning Review By writing to the NAHB 
Research Institute at 1625 L. Street, N.W., Washington 
6, D.C., and enclosing $2.00 you can obtain copies of 
Residential Air Conditioning i booklet 
containing a detailed summary report of the Austin 
Air Conditioned Village Project. Providing informa 
tion on general financing, merchandising, installation 


) 
) page 


ind o erating Costs, the booklet also lists s yonsors of 
| 


(Please turn to page 36 
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Northwestern Bell Telephone Company, 
Tenth Street Building, Des Moines, lowa 


General Contractor 
A. H. Neumann & Bros., Ine., 
Des Moines 
Erector 
David Architectural lron Works, 
Chicago 
Architects 
Tinsley, Higgins, Lighter & Lyon 
Des Moine 
Reynolds Aluminum Applications In This Building: 
Alun n Wall Window f f t { Rey is Series 100 
Vertically voted W “ ‘ b 7 led 
nd A 


/ 
are 





Reynolds Aluminum Service 
to the Building Industry 


Reynolds makes available expert help in 
aluminum design problems and in selecting 
from a wide range of standard Reynolds 
Aluminum mill forms, in addition to these 
performance c proved Reynolds Lifetime Alu 


minum Building Products 


For Home and Farm: 
Gutters & Downspouts 
Reflective Insulation 
Residential Windows (Casement, Awning, 
Traverse, Double-Hung, Basement and Utility) 
Corrugated and V-Crimp Roofing and Siding 
Weatherboard Siding—Flashing—Nails 











Industrial, Commercial: 
Center Pivoted and Commercial Windows 
Reynowall, exterior insulated wall system 
ReynoCoustic, aluminum acoustical system 
Reynowall, interior partition system 
Reynoside, aluminum siding in modern 
architectural designs 
Reynodeck, aluminum roof deck 


Write to: Reynolds Metals Company, 
Building Product Division, 2016 


South Ninth Street, Ls 

















Kensington Industries 
Montreal, Canada 


John D. Hastings 


Westport, Connecticut 


Wilmington Real Estate Board 


Wilmington, Delaware 


The Beecher Agency 
Portland, Maine 


Wim. H. Lyon 


Lexington, Massachusetts 


Cheel Construction Co. 
Ridgewood, New Jersey 


Ralph Schley 
Rockville Center, New York 


Robert F. Garvin 


Beaver, Pennsylvania 


Hamilton & Co. 
Anniston, Alabama 


Knight, Orr & Co 
Jacksonville, Florida 


Alley, Rehbaum & Capes 


Clearwater, Florida 


Sherman & Hemstrect 
Augusta, Georgia 


Margaret J. Dunkley 
Bethesda, Maryland 


Anthony & Anthony 
Shelby, North Carolina 


Phoenix Federal Savings & Loan 
Muskowee, Okluhoma 


Hardee Pipkin Construction Co 
Dallas, Texa 


Frank R. Rundell 


Austin, Texas 


H. D. Olson Co. 
Waukegan, Hlinois 


State Trust & Savings Bank 
West Chicago, Hlinois 


Griffin Realty Co 
St. Charles, Hlinois 


L. 1. Combs & Sons 


Gary, Indiana 


Mettel Realty & Investment Co 


Dubuque, lowa 


Bontz Construction Co 
Wichita, Kansas 


Louis 8. Kreider Co 
Youngstown, Ohio 


Henry Burwinkel 
Norwood, Ohio 


Pioneer Builders, Inc 
Milwaukee, Wisconsin 


Secrest & Fish, Inc 
Whittier, California 


Monarch Lumber Co 
Great Falls, Montana 


enthusiastic response,” 


“PERFECT HOME has met with 


says T. Clem Casey, Bismarck, North Dakota Realtor 


“We have sponsored Perrect 
Home in this area for several 
years and it has met with en- 
thusiastic response,” says T. Clem 
Casey. 

“Our readers thoroughly enjoy 
this interesting magazine and a 
great number of them have taken 
the time to express their apprecia- 
tion for having been included on 
cur mailing list 

“Perrect HOME serves as a 
friendly contact with our many 
clients and prospective home buy 
ers. It adds prestige to the spon- 
soring firms and stamps them as 
leaders in their locality.” 

Mr. Casey's reception of Per 
rect Home is typical of the hun- 
dreds of leading organizations 
the mation over who sponsor it. 
Mailed to a select list of key, in- 
fluential families in a community, 
Perrecr HOME stimulates vital 
third-party influence for the spon 
soring group. To its readers, 
Pexrect HOME brings each month 
the best ideas in home building, 
decorating and furnishing. Its 
superior quality connotes high 
ethics, considerate service and fair 
dealing. 

Exclusive, annually renewable 
franchises are available in certain 


T. Clem Casey opened his real estate 
operations in Bismarck in 1931 and 
went on to pioneer the subdivision 
type of development there. He is con 
sidered one of the outstanding Real 
tors and land developers in the north 
west. Casey entered the housing field 
in 1946, and following World War Il 
expanded his building and land de 
velopment operations in the face of 
increased demand. He has built four 
additions, comprising 550 homes, and 
has developed Arrowhead Shopping 
Center in conjunction with them. First 
president of the North Dakota Board 
of Realtors, Casey is also an enthusi 
astic cattle farmer, and operates a large 


Hereford cattle ranch near Bismarck 


communities, If you believe your firm is eligible for sponsorship, write 


HOME 


STAMATS PUBLISHING COMPANY 


1 Clim casey 
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The Shift in Responsibility 


N AN ARTICLE in the current issue of 

The Mortgage Banker, Walter H. Dreier. 
president of the United States Savings and 
Loan League, says, “I am afraid that many 
of the low-priced houses being built today in 
sections on the outskirts of our city will be 
our problem houses ten years from now just 
as houses in the older sections of our city 
today are problem houses.” 

Mr. Dreier believes we are creating “the 
slums of tomorrow” when we build housing 
projects laid out with the regularity and 
monotony of a waffle iron, lacking adequate 
utilities and which violate basic architectur 
al and land planning principles. The market 
ability of such houses over a long range pet 
iod, he says, is doubtful 

“The Slums of Tomorrow” is getting to be 
a popular slogan. More and more people 
have recognized too late, of course that 
poorly planned, poorly constructed houses 
built to meet a sudden demand and to produce 
a quick profit, turn out to be eyesores. Row 
after row of dull, drab, two-bedroom houses 
of 800 or 900 square feet... they are there 
for everyone to see and complain about. 

Real estate men are almost surprised by 
the complaint. The “minimum” house isn't 
anything new the broker doesn’t live who 
hasn't had to handle the re-sale of the darned 
things. He knew five years ago these houses 
wouldn't maintain their value. He could see 
they were built around awkward floor plans 
and he didn’t need to read the specifications 
to know the quality of the materials was de 
termined strictly by price and nothing else 

Part of the blame must fall on the “fly by 
night” project builder who simply capital 
ized on the desperate need for housing and 
who left the business as soon as competition 
developed. Part of the blame must rest on 
small custom builders who moved into proj 
ect building because the market was good 
their intentions were honorable but they 
lacked the know-how, the experience, and 
the background to do the job well 

Part of the blame, too, must fall on lenders, 
who readily financed the market because 
there seemed to be buyers everywhere ready 


to pay the price for almost any kind of house 
The lender was protected by the VA, and 
chances were good he would come out all 
right. Without his support, most of these 
“minimum” houses wouldn't have been built 

We can’t just point our finger at others 
and feel righteous. Many grossly inadequate 
houses were built by real estate men who 
should have known better. It is little consola 
tion to know that many of the finest and best 
tanned developments of the past ten year 
1ave been the work of real estate builders 

Once the blame has been distributed, and 
everyone has felt properly indignant, then 
what? The fact remains there is still a need 
for low-cost housing and there still will be 
ten years from now. Have we learned any 
more from the poor housing of the post-war 
era than we learned from the poor housing 
of the 1920's? It seems unlikely 

Homes being built today are somewhat 
better than five years ago not because 
builders are raising their standards or have a 
deeper concern for community problems 
Homes are generally of a higher quality be 
cause people can afford to pay more money 
for them, have picked up some ideas of what 
a housing project shouldn't be, and because 
competition is rough. Were the demand to 
get out of balance again, we'd very likely see 
another rash of potential slums 

One vitally important factor exists now 
however, that is relatively new in the picture 
the shortage of land. As Mr. Dreier point 
out, this shortage has brought onto the scene 
the professional land developer who sells lot 
to small builders, and who exercises a great 
deal of control over the project as a whole 
as well as the individual houses built in it 

Nine times out of ten, this land developer 
is a real estate man. Without sacrificing 
profit, he can create a sound and substantial 
subdivision. He can select builders whose 
work he can depend on, he can spell out re 
trictions which protect the area over the 
years. Kor the first time in two decades, the 


real estate man is again in @ position to guide 


the future of residential construction 
Is he equal to the responsibility? 


(Birt Palos 
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By Ropert Payton 


Managing Editor 


The JOURNAL'S Eight Point Program for Getting More Builder Business 


Put This Man In Your 





—and Make More Money 


Composite portrait of a 


typical builder 


YHANCES are he got his back 

A ground construction on the 
site, working as a carpenter, prior 
to World War II, After the war, 
and after the materials shortages 
had been overcome, he decided to 
move into the contractor-class and 
capitalize on the enormous de 
mand for shelter housing. 

His organization “just grew,” 
like Topsy. It operates primarily 
or even wholly because of his 
own personal effort on the site and 
in his office. But until a couple of 
years ago he was able to make a 
good profit at it until problems 
he had neither the knowledge, 
time or money to solve, came to 
plague him 

Beginning construction of a 
group of five or ten houses no 
longer meant a line of people with 
money in their hands, ready to 
buy. The land he built the houses 
on cost more and more, and he 
began to have trouble finding it at 
a price he could afford to pay. His 
construction costs climbed, out of 
wroportion to his increase in profit, 
vecause he had no systematic or 
ganization, could not streamline 


20 


He had to start look 
or salesmen, running ads in 
had to 
money 
the 


season, 


his operation 
ing / 
his local paper ads he 
write himself. Mortgage 
tightened up, frequently in 
middle of his building 
eliminating buyers he already had 
sold He could spend less and less 
time on the site supervising con 
struction and had to spend more 
and more time laboring over paper 
work for the FHA, the VA and 
Lord knows who else 

He thought of hiring a real es 
tate man to handle the sales and 
closings, but when he inquired 
and found it would cost him a 5% 
commission he couldn't see where 
the 5% was going to come from 
A sales agent’s commission, he 
thought, was just more money out 
of his por ket 

In countless cases this 
today is right at that 
hasn't persuaded himself, and he 
hasn't been sold, on the value of 
hiring a sales agent to help him 
He hasn't any real idea what a 
ood sales agent can do to help 
os 
But in the past couple of years 


builder 
stage He 
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literally thousands of such build 
ers have been taken off the hook, 
or persuaded to come down from 
it voluntarily. Let’ oul 
builder comes to the attention of a 
qualified sales agent looking for 
more business. What can the sales 
agent offer in concrete terms that 
will actually make the commission 
worthwhile? 


assume 


Our sales agent offers these serv 
ices to our builder 

“Point One: My busine 
ing houses. Your business is get 
ting them built. You're a builder 
because you like building and [’'m 
a sales agent because I like selling 
To get your that 
we both make money, we can start 
from scratch. ‘The Number One 
Service I can offer you is a sales 
organization that is trained to sell 
houses. That's something you don’t 
have something been 
forced to give more and more of 
your own time to. If we team up, 
you can forget about getting the 
houses sold. We'll take care of that 

“Point Two: Paying my 
mission will just take more money 
out of your profit unless we can 
find 
else. The first place to save money 
is to take as much of the detail off 
your back as we can. We'll handle 
all the paper work for you. We'll 
handle the appraisal reports, the 
and the 


; is sell 


houses sold, so 


you ve 


com 


ways to save it somewhere 


mortgage appl ication 
closings 
Point 


lhree 


Bec ause we have 
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to arrange financing of all kinds, 
all year ’round, we'll arrange your 
financing for you. We'll deal with 
the lenders for you, explain your 
plans. show them the kind of work 
vou do and the high quality it i 
We'll do this in advance and sell 
at least sorne of your houses in ad 
vance, and you'll be able to oper 
ate on a dependable schedule 
‘Point Four: We'll help you 

we'll work together in planning 
your We're in constant 
contact with buyers of all types of 


houses 


houses. in all price ranges, in all 
of the city. We talk to young 
married couples. old people. every 


part 


conceivable type of pro pect Be 
know. 
we have an idea what people want 
and how much 

wr able) to pay 
how 


cause it’s our busines lo 
they are willing 
We have an idea 
add to 
appeal, and whether 
thei We not 


about name 


much certain feature 
over-all sales 
they’re worth 
hear 


cost 
only brand 
we're able to test their actual im 
pact on a variety of prospect 
Point Five: About a third of 
your buyers own their own home 
These are people who have to sell 
thei what 


trade-in 


to buy 
have a 


in order 
We 


that olve 


home 
build 


arrangement 


you 
them a 
means of getting their equity out 
of the old house and into your new 
one. If we Il then 
house, fix if up and sell it ow 
elves. All to get your house sold 
“Point Six: We'll write all the 


necessary. buy 
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advertising copy, take pictures, a1 
range for decorating your demon 
stration house if you start a project 
that We'll 
the newspaper and get you some 
And we'll pay the 
and 


warrants one contact 
free publicity 


advertising promotion cost 
out of our commission 

Point Seven: We have an op 
tion on 75 lots in a good location 
the kind of location you want to 
build in. We'll sell you a dozen of 
these lots. and if you give us $200 
down on each of them you won't 
have to pay the balance until the 
are built and sold. And a 
building up those, along 
with our other. builders, we'll be 
Occasionally 
bu VY. We Catwti 


cattered lot ta 


house 
you're 
vetting some more 
to keep your crev 
get you a few 
build on 

Point 


other 


hight 


builder 


We have three 
and they're putting 
houses this vear 
We've worked out a 


them where they 


up about 75 
among them 
deal for 


quantity 


can get 
discounts on appliance 
and other equipment and materi 
al We can get you the 
count 


We 


tions or 


ame di 


addi 
more emphasi 
The particular 
more 


Can assume 
deletions 


there 


Variou 
here and 


builder. may be interested in 


one service than another, more in 


need of one than another. It may 
be that having an option on land 
vill be enough. It that 


even with these services and more 


may he 
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he till 
may he 


unconvinced He 
itate to turn 80 


remain 
much of 
his operation over to you, put so 
much responsibility in your care 
He may think things are going to 
lip hack to the easy days of a 
couple of years ago, and if he can 
last until then he'll be all right 
But whether he feels the 
vhether you can really 
help and effort and . 
than 


need 
he dec ide 
ave him time 
money depend 


more any 


thing else on how good a salesman 


you are 
And 


elling, as y¢ vell kno 


bus iti 








You can’t be content to introduce lessor and lessee and let it go at 


that. That is rarely enough to earn your leasing commission. Your 


real responsibilities extend much further. Here are the opinions 


of an experienced Realtor panel on this basic leasing problem. 


HAT are your responsibil 

ties as a leasing agent? Is it 
enough for you to introduce the 
and and leave the 
actual negotiations up to. their 
attorneys? “No!” seven prom 
inent Realtors. “You must do more 
than merely bring the two parties 
together.” 

Horace G. Hedges says, “Al 
though no two leases are exactly 
alike, there is one cardinal principle 
which the agent must not over 
look: If the agent originates a deal, 
he should religiously remain in 
the negotiations from beginning 
to end, Simply ‘tipping his hat’ to 
the lessor and lessee is not enough 
As agents, 
duty to go 
tinually 


lessee lessor 


say 


we believe it is 
back and forth con 
between the lessor and 
lessee to work out the details.” 
What the agent should know, 
Hedges explains, extends beyond 
technical knowledge of leasing it 
self. “The Realtor should be versed 
well enough in commercial leases 
to understand, for example, that 
the economic value of the dollar 
may change as the years of the 


our 


LEASING PANEL 
PARTICIPANTS 


William H. Banker 


Coldwell, Banker & Company 
San Francisco, California 


A. T. Beckwith 
The Keyes Company 
Miami, Florida 
James G. Bowen 


Phoenix, Arizona 


Ronald J. Chinnock 


Farr, Chinnock & Sampson 
Chicago, Illinois 
Edward G. Hacker 
Edward G. Hacker Company 
Lansing, Michigan 
Horace G. Hedges 
The Hedges Company 
Cedar Rapids, lowa 
George J. Pipe 


Leonard P. Reaume Company 
Detroit, Michigan 











lease 


progress, and he should 
know the formula or language 
necessary to protect both lessor 


and lessee from going astray.” 

The agent must never infringe 
on the duties of the legal profession 
or try to interpret the law, Hedges 
warns. “Realtors should be only 
too glad to have both of their 
clients represented by their attor 
neys.”” When the client wants the 
attorneys to handle the negotia 
tions, the Realtor should neverthe 
less keep in touch and insist that 
he be advised from time to time 
about the progress of the negotia 
tions 

William H. Banker says, “Your 
responsibility begins with advis 
ing the property owner on current 
lease conditions, rental values and 
any other known factors affecting 
his property 

Banker doesn’t stop there. “You 
should attempt,” he says, “to re¢ 
ommend a rental policy for the 
property owner to follow, so he 
can develop his property to the 
highest and most profitable use 

“After you obtain the proper 
tenant, you must then negotiate 
all of the terms of the lease. Out 
side legal advice should, of course, 
be obtained in any situation of 
unusual character.” 

Ronald J. Chinnock, 1954 presi 
dent of NAREB says. ‘““There was 
a time when a Realtor felt a com 
mission had been earned when he 
merely introduced lessor 
or buyer to 


to lessee 
Through the 
years, as a result of education, the 
strengthening of codes of ethics 
and a keener attitude toward re 
sponsibility, it has become a rare 
case when a Realtor does not see 
a transaction to its final 
sion ¢ 

It is now infrequent, Chinnock 
points out, for a property owner 
to prefer to handle the entire ne 
gotiations personally, and be con 
tent with paying a commission 
merely upon the presentation of 
the ultimate customer. As for the 
legal aspects of the negotiations, 
Chinnock “The average 
Realtor attempts to avoid com 
ment on the legal aspects of the 


seller 


conclu 


says, 


transaction 


gestions 


more 


As 


custom becomes better e 
whereby the Realtor ts 





the 
standards, 


Where Do 
Leasing Re 


he is well 


Ordinarily 
equipped to make practical sug 


but doesn't try to do 





> * 


profession raise if 
Chinnock observes, the 
tablished 
responsible 


not only for bringing the parties 


together but for 


completing — the 


entire transaction 
In the words of George Pipe, 


this means “being in attendance 


at all conferences 
sentatives of the lessor 


y s 
against 


between repre 


and lessee 


and being on guard at all times 
the inclusion of clause 
may be unfair or which 


which 


may work a hardship on the client 
who is employing him 


The Realtor, in Pipe’ 
‘should have a 
concerning 
of the lease 


formed 


believe it 


Realtor 


Option 


yreat deal to say 

the economic aspect 

If he is not fully in 
about these matters, I 


is his duty to call in a 


who 1s 


The responsibility of the Realtor 


o Your 


esponsibilities 


End? 


Beckwith says. 
“a Realtor may earn a commission 
merely by introducing the parties, 
and perhaps earn part of a com 
mission if there are other brokers 
involved. Where he is the only 
broker involved and he simply in 
the parties, he would 
earn his commission only if both 
parties had attorneys. Where, as 
sometimes happens, the landlord 
and tenant get together and the 
attorneys work out the lease with 
out the Realtor’s help, the Realtor 
may have earned his full commis 
sion although he was prevented 
from completing his full responsi 
bility because the landlord or ten 
ant insisted on letting the attor 
neys settle matters 

“Generally speaking, however,” 
seckwith “a leasing agent 
who refuses to complete a lease 
and get everyone into agreement 
would certainly not be entitled to 
a full commission.” 

Edward G. Hacker attributes 
the failure to follow through on 


“Occasionally. 


troduces 


Says. 


a third will want a flat lease 
with 
and a fourth won't be as 
with 


le ise’ 
but 


Creases, 


a hedge against tax in 


concerned with taxes as he 1 
inflation and will 
against that 

“The only answer is for 
Realtor to seek and 


education on the subject so he can 


want a hedge 
the 
more more 
offer intelligent suggestions 
Because of the complications of 
Bowen says 


present-day leasing 


There is much more reason to 
encourage lawyers to work it out 
between lessor and lessee than 
there is in the case of sales. But 
this working out should be with 


the close cooperation of the Real 
tor. When lawyers meet a Realtor 
who knows what he is talking 
about one who can really assist 
them in expressing in the clearest 
language possible the intent of the 
parties the Realtor not 
only the respect but the real coop 


wains 


eration of those attorneys 
also. “When a lease 


attorney the 


Bowen says, 


is settled between 








lease negotiations to the residen Realtor should still review it care 

tial rental field. “The prospect fully to make sure some point a 

would be handed a key and sent tually agreed to has not been acci 

out to examine the property on dentally omitted, or if some point 
his own. If he liked what he saw, which appears perfectly normal to 

the agent would sign him up when — the attorneys might not be a two 

fd he returned to the office with the edged sword economically, Here 
key.” When such practices existed the commission would be earned 

in the real estate business. Hacker only after signing of the lease 

says, “I don’t believe we were The Realtor’s knowledge of hi 

» doing a full job for the owner and — subject must be extensive if he ts 
were not entitled to full pay al to do a competent job, Bowen be 

though we always took it).”’ lieves He must be thoroughly 
Hacker believes the agent acquainted with leasing itself, the 

should earn his commission, and financial position of both partie 

a in these transactions doesn’t sug not exit after the lessor and lessee the customs of the lessee’s trade 

- gest that he usurp the responsi are introduced. “He should advise and his competitive position a 
= bility of legal counsel. “The broker and discuss whether the location well. He must know the common 
should never for a moment con is suitable to the tenant’s business pitfalls in leasing. He must be 


able. both intellectually and mot 
ally. to recommend the best lease 
for both parties If the lessee 


will be 


ider the processing of a lease and and whether it is a growing oF 
submittal of it for execution with static location. One of the parties 
out prior approval of the attorneys js going to pay for the benefit of 
for both the lessor and the lessee.” the Realtor’s experience 
In Pipe’s mind, the responsibilities and counsel. and he ji 


of the leasing agent not all of it.” 


ven 


advice ture is new or untried, o1 


entitled to ubject to hazards of an expansion 


“are one the Realtor should per 


program 


whit less” than when he acts as Attorneys should draw up the haps recommend a lease of one 

, a representative in a sales trans lease. Hacker says. “if it is other two or three year even where 
action. “The broker is employed than the simple standard printed it might be physically po sible to 
to do a job. No good broker will form.” talk both parties into a ten-year 
fail to face up to his responsibil The economic aspects of lease lease 

, ities in lease negotiations.” negotiations prompted James G lo protect the Realtor com 

Working out the economic as Bowen to point out the wide dif mission in cases such as. thi 

pects of the lease should be a ferences of viewpoint on economic Bowen ha developed a lease list 
prime concern of the Realtor. in’ matters generally. The Realtor ing which obligates the lessor for 
the opinion of A. T. Beckwith job, Bowen says, is to “raise point a commission for “as long as the 
“The Realtor should stay away — for consideration. howing the pros tenant remains in the premise 
from the legal aspects entirely,’ and cons of each, allowing the cli Thi apple whether he remain 
he says, “and from time to time he ents to determine which condi past his original lease term by ex 
hould remind the lawyer that tions best uit their per onal pro ercise ol an option by a new lease 
the legal aspects should be handled — gram For example. Bowen at by a hold-over or by any other 
entirely by them and all economic gues that “under an identical set mean The lessor pays his com 
or business aspects are to be — of conditions. one client will want mission as each succcessive term i 
handled by the Realtor.” a flat lease, another a percentage agreed upon 
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Know What 


Your 
Salesmen 


Think 


Little sales problems can quickly 
grow into big ones if you aren't aware 
they exist. This Minneapolis Realtor 
has developed a means of getting 


salesmen’s problems out in the open. 


HAT do your salesmen think 
about their work? What do they 

think of the company? Do they think 
you're training them properly, taking 
full advantage of their abilities? 

Answers to many of the questions 
you'd like to ask your salesmen are un 
likely if you depend on what they say 
openly, at sales meetings or in response 
to a direct question. But knowing how 
your sales staff feels about the organi 
zation as a whole and about specific 
policies can be of tremendous help to 
you in maintaining morale and ef- 
ficiency 

William B. Cusack, of Cusack and 
Carlson in Minneapolis, makes a con 
stant effort to get his salesmen’s opin 
ions. To avoid embarrassment or hesi 
tancy, he has developed a questionnaire 
touching on all phases of the company’s 
operation 

Here is a slightly modified version 
of the questionnaire, which will help 
you develop similar information for 
your own guidance in setting company 
policy. Adapt the questionnaire to your 
own situation, but don’t exclude a ques 
tion simply because the answer is ob 
vious to you 

Make sure the questionnaires are 
filled out in private, and emphasize that 
no names are wanted, Checking “yes” 
or “no” removes the possibility of hand 
writing identification. Stress the fact 
that each salesman is being asked to 
state his opinions without jeopardy 
You'll find out a great deal about your 
self, your company, your sales staff 
and what aan 


s to be done to improve 
each of these 
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Yes 


Yes 
Yes 
Yes 
Yes 
Yes 
Yes 


Yes 


Yes 
Yes 
Yes 


Yes 
Yes 
Yes 


Circle One 


Yes 
Yes 


Yes 


Yes 
Yes 
Yes 
Yes 
Yes 


Yes 
Yes 
Yes 
Yes 
Yes 
Yes 
Yes 
Yes 
Yes 
Yes 


Yes 


Yes 
Yes 
Yes 


Yes 


Yes 
Yes 
Yes 
Yes 


No 
No 
No 
No 
No 
No 
No 
No 
No 


No 
No 
No 


No 
No 
No 
No 
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Does our sales system develop proper work habits? 
Does our sales system develop property for sale? 
Does our sales system develop prospects? 

Does our sales system develop follow-through? 

Do you have enough sales supervision? 

Do you have too much sales supervision? 

Do you read the daily memos? 

Do you like to sell project homes? 

Do you feel you know how to figure financing on most 
homes? 

Do you feel you are kept sufficiently informed on 
financing available? 

Do you feel you receive sufficient help on your deals? 
Do you think the inspection tours are beneficial? 


Do you think the closing department is cooperative 
with salesmen? 

Do you think the management is cooperative? 

Is the advertising program to your liking? 

Do you feel you know how to show a house properly? 
Do you think we should increase or decrease our sales 
staff? 

Do you feel you know how to answer phone inquiries? 


Do you think the sales meetings are necessary and 
beneficial? 


Do you think there is a need for instructive meetings 
on a voluntary basis? 

is the sales manager relationship satisfactory? 

Are you well paid for what you do? 

Are you well paid for what you know? 

Are you well paid relative to your qualifications? 
Have you ever made more money consistently than 
you make here? 


Are your calls handled well by switchboard operator? 
Do you like the floor time idea? 

Do you like open houses? 

Do you think our advertising is good? 

Does our modern office help you sell? 

Does our modern office help you list? 

Do you like the real estate business? 

Does it bother you to work on Sundays? 

Do you take a day off a week? 


Are you able to use all your knowledge while working 
here? 


Are you able to use all your sales skill while working 
here? 


Do you know how to prepare purchase agreements? 
Would you welcome guest speakers? 


Do you think we could successfully open another 
office? 


Do we have enough listings? If there is a lack of list- 
ings, whose fault is it? Company Salesmen 
Would you rather have meetings in afternoons? 
Should we cancel all meetings? 

Are you planning on changing companies? 

Are you planning on going into business for yourself? 
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A User Looks at Planned 
Industrial Districts 


By GORDON E. GARNHART* 


Westinghouse Electric Corporation 


JLANNED industrial districts are being developed 

in most large cities all over the country. At least 
100 are now in process, and substantial progress is 
being made toward the ideal layout of roads, rail 
road spurs, utility services, et 

More adequate provision is being made in these 
new districts for off-street parking and future build 
ing expansion by more rigidly enforced restrictions 
on land coverage. Users are urged to take enough 
land to permit 50% expansion and to provide off 
street parking for one car to each 14% to 2 employees 

The ratio of land to initia! building floor 
averages between 1.5 to 3. The normal 
10 to 100 feet in front and 
on side streets 


area 
set-back 
varies from 10 to 25 feet 

Emphasis still seems to be on developing districts 
in high priced urban areas which are subdivided 
into parcels of less than 10 acres. In such districts 
the sale price of land including roads, railroad spurs, 
water, sewer, and other utilities apparently ranges 
from about $15.000 to $40,000 per acre, or, say. 35¢ 
to 9Oe per square foot 

A very few large districts have plant sites larges 
than 50 54,500 to $15,000 per 
acre including utilities, or 10¢ to 35¢ per square foot 

I have not heard of any planned districts provid 
ing plant 5 


acres, available for 


ites of 50 acres or more with all utilitie 
at a price per acre which is competitive with the 
cost of developing large individual plant 
uburban and rural area 

Westinghouse is a 


dustrial district 


ites in 


ubstantial user of planned in 
We now occupy at least 10 prop 
erties in such districts, and I suspect a further review 
of our properties would reveal several more de 
pending upon what you include in your definition 
of a “planned industrial district.” Nene of the ten 
on my list is a manufacturing plant. They are either 
The land plot 
range from two to twenty-two and average six acre 
The building floor areas range from 30,000 sq. ft. to 
279,000 sq. ft. They average 105,000 sq. ft., and 
total 1,048,000 sq. ft. for the ten properties. We own 
four of these properties and lease the other six. The 
ratio of land area to building floor area ranges from 
+3 to 8.84 and averages 2.5 

Kor the purposes of comparison, I developed the 
following 


warehouses or district repair shop 


information on ten of our new manu 
facturing plants completed during the last 244 year 
which is 
They 


situated on at least one good road and 
least one railroad 


none ol 
district 


located in a planned industrial 
are all inl rural areas 
erved by at 
water, gas. and 


electric services and sanitary sewers or disposal units 


suburban or 


with adequate 
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What are the major limitations on planned indus 
trial districts? What do major industries think of 
their value? The author gives an inside picture of 


the use of these districts by a leading corporation. 


These ten plants are located in states from 
New York to Texas. In floor area they range from 
92. 000 to 2.000.000 sq ft. of floor area, averaging 
167.000 sq. ft.. and totaling 4,670,000 sq. ft. The 
ten sites range from 20 to 313 acres, averaging 90 
acres and totaling 900 acres. The ratio of land area 
to building floor area varies from 5.3 to 26.3 with a 
ten-plant average of 8.4 
The average cost of bare land for these 
was S831 per acre The cost of these sites 
ing purchase price of land, grading 
railroad spurs, and sewer main 
ranged from $490 to $4009 per acre with an aver 


We believe in elbow room 
ten plants 

includ 
ACCESS roads 
water, gas, 
age of less than $2,000 per acre 

For these ten plants the total cost of land and 
building averaged $10.60 per sq. ft. Office space aver 
11% of total floor Our setbacks from the 
road range from 95 feet to 370 feet, averaging 200 
leet 
40% of the plant floor areas for these ten plants, or 
about 11% parking space for 1.000 sq ft. of 
floor area. In some of our new plants we are finding 


ayes area 


We've provided parking areas which average 
each 


it necessary to provide ix to eight parking 


With five 


floor area, we are not pin hed on parking space 


paces 
for each ten employees land area times 

My general conclusions as a present and pro 
pective user of planned industrial district 
ummed up as follow 

1) If properly 
aged, Planned Industrial District 
extremely 

2) As 
having to apply for rezoning or arrange for road 
utility We aiso benefit 
and restrictions on 


may be 


developed promoted, and man 


hould be and are 
valuable community assets 
convenience of not 


users we enjoy the 


railroad, and other 


from the 


ervice 
control of nuisance 
land use to avoid congestion 

3) Most district 
ment are located in urban areas which we regard a 
suitable for 


currently in process 


of develop 
generally hops and distribution 
warehouses. For such properties we are satisfied with 
land-to-floor of only 2! 2 lo } 

we can afford to pay the prices currently being asked 


repai 


area ratio times, and 
for sites in planned district 


+) 


district 


tablish industrial 


which will attract the larger manufacturing 


communitie want to e 


plants, larger districts must be developed in subur 
ban or rural area 


with 


‘These must be adequately sery 


iced roads, railroad pur water, ga ewe! 


etc., and priced at appreciably less than the 


mum figures currently being asked 


miin 


*Mr. Garnhart is Director of the Westinghouse Real Estate and Ineurance 
Department. This article is adapted before the 
Society of Industrial Kealtors 


from a speech giver 
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yeal 
were 


ago, property 
educated or re 
payments 
would be re 


— ENTY 
. owners 

igned to small down 
and the fact they 
quired to finance a large part of 
the purchase price by a 
agreement for an escrowed deed 


sales 


Contract and mortgage payments 
were both arranged. Now, partic 
ularly in view of the tight mort 
gage market, we should again pro 
mote escrow contract with 


Not 


sales 
lo increase our sales 
everyone can sell for cash, When 
a majority of buyers have low 
purchasing power, it is better to 
sell on an contract than 
run the risk of selling later at a 
lower price or vainly waiting for 
all a 

It is also more advantageous to 
ell on a contract and draw good 
interest on the balance due than 
have the property deteriorated by 
renting. This kind of sale avoids 
the management problem 


owner 


escrow 


Owners object to long-term con 
tracts because a primary object in 
selling is getting their money as 
oon as possible, If the property is 
clear, a first mortgage plus a down 
payment helps owners realize the 
greater part of the cash worth of 
the property. Often the present 
mortgage can be increased to in 
duce the owner 
agreement 

Our preliminary contract is set 
up to promote escrow sales. This 
trains our salesmen not 
writing up an escrow deal, but 
when Br understand the 
procedure they can easily use it 
as a sales advantage for both buy 
er and seller. Our final sales agree 
When 
the contract and mortgage are paid 
off to the point where a conven 
tional mortgage can be obtained at 
so many dollars per month, the 
purchaser is to refinance the prop 
erty. This encourages the owner 
to take the contract be 
cause refinancing cuts the amorti 
zation period almost in half, There 
is no reason why the owners’ 
capital should be tied up when the 
purchaser can obtain other mort 
gage money. Many owners are 
willing to go along with the shorter 
veriod, When buyers have estab 
ished a credit record by 


to sell on a sales 


only in 


ment carries this provision 


escrow 


years of 
regular monthly payments, many 
mortpage companies are willing to 
allow maximum refinancing 
Some individuals and first mort 
gage companies 
mortgages for security 
contracts for escrowed deeds 


prefer second 


instead of 
The necessity for a carry-back 


") 


Promote 


Eserow 


Contract 


ales 


With a tight mortgage market, any sound means of developing 


sales stalled by lack of funds is welcome. A veteran Kansas Realtor 


explains the use of escrow contracts as just such a solution and 


shows their important investment potential. 


By GLENN W. MCFALL 
McFall Realty System 
Wichita, Kansas 


Suild 
ing and loan companies will some 
times make larger mortgages pro 
vided the owner subscribes for a 
certain amount of building and 
loan stock, which cannot be sold 
or cashed until the mortgage 1s 
reduced by a like amount 

As a Realtor you should be a 
constant promoter of marketable 
prices and terms, which make for 
sound security. You should never 
miss an opportunity to praise the 
advantages of real estate invest 
ment, either in mortgages or in 
escrow agreements, Prospective in 
should — be catalogued 
Then, when money gets tight, you 
can through private 
However, you must build 
prestige and confidence with the 
seller or You must rep 
resent sound judgment to the own 
er. Then the financing of one con 
tract or mortgage will lead to 
others. Some owners are willing 
to discount their contracts or trade 


sometimes can be avoided 


vestors 


save deals 


SOUrCEeS 


investor 
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them in on some other 

What if the buyer should fail 
to make the payments and_ the 
property go into fore losure? 
Where would the investor be then? 
Would he lose all his investment? 
We tell the investor that if 
operates with us. we 
serve him in 
happens. The property ts 
chantable. and should 
be necessary the property can be 
Small equities are 
easy to sell. Since the equity 1s 
often the buyer's saving 
he would cut it down in an emer 
gency rather than lose it all 
Many buyers are also ignorant of 
the saleability of their equity and 
until too late. until 
closure has started, when 


property 


he co 
can again 
the event the worst 
mer 
fore losure 


resold alway 


entire 


wait fore 
uch a 
large amount of cash is needed 
that a sale may be impossible. The 
Realtor soon gets the low-down on 
his buyer and is in a position to 
recommend first class credit risk 


and logical home buyers 
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rly 


By HAL C. HARDIN 


Hardin and Stockton Company 


Kansas City, Missouri 


the arbi 
commit 
ue to be de 


N many Cases before 

tration board or ethic 
tee of real estate, the i 
cided j Who wa 
cause? In 
really made 
dispute arise 


the procuring 
words who 
When the 
tealtors, it 
is proper prot edure to bring the 
case before the board for 


other 
the 
between 


sale 


arbitra 
tion and settlement 
Such di pute 


this way 


generally happen 
\ broker or salesman show 
prospect a number of listings. Be 
cause of lac k of result 


he use of 


Or perhap 
the pro 
Another 


more pel ist 


impatience 
pect drops the salesman 
alesman. 


ently tays 


working 
with the prospect. In 
tak ing the 
hows him one 
t sale 
pro pect 
from the 


the regular course of 
prospect around he 
ol the 


same houses the fir 
had shown. The 
buys the property 
econd salesman 


then 


The first salesman is burned up 
| showed that pro that 
house.” he say I’m going to take 
this to the 
vel my commission 
he did 


prospec I 


pec { 


arbitration board and 

how the 
first He 
ent in a pro 
making the fact 
which he should do 

But tow olten the 

hov the end 

tection lip ay That 


True enough 
the 
have even 


nouse to 
may 
tection lip 
known 
ale Stan 
the pro 
that! 
more 


fact 


house 
and goe 


houses to other ( In 


Which Salesman 
Gets the 


Commission? 


When two salesmen show the same property, and the second sales 


man makes the sale, who qualifies as the procuring cause? 


Deter 


mining who deserves the commission is often a hard problem to 


solve. Here are the opinions of an experienced Realtor who has 


helped arbitrate many such cases on board committees 


he has been showing houses, not 
selling them 

Once the arbitration 
meet the first 
the first to 


and claims he 1s 


board 
alesman prove 
he wa how the prop 
entitled to 


because he wa 


erty 
the 
the procuring Cause 

Well. was he? 


not alway 


Commi bon 


The question | 
Lhe 


been in the 


easily determined 


alesman may have 


howing busine planning to 
aid 
the 


have 


tay in it until the prospect 
ve He 


hou f 


may have forgotten 


in question He may 
warned the 
il Or the 
turned it 


| had it 


might have been 


prospect away from 


prospect) may have 
not the 
The sale 
at the 
ing to sell the prospect a different 
thought 


a quicker or 


down a hou ‘ 


mind man 
time, try 
house altogether one he 
might make more 
profitable ale 
When thi 


ice can the sale 


happen what ser 
ial ¢ laim for hi 
ing 
a prospect from the house 


commission when he was try 
to sway 
onl which he ! claiming a com 
mission?’ 
Then, too. what 
ond salesman in all 
howed old the 
beginning to end. He pointed out 
the that the 
man had not even 
The 
the financing wa 
handle but the econd 
| 


pul Ove! thie “ale iD 


about the see 

this? Hy 
and hou ( fron 
feature to 


first sale 


prospec ! 
miei 
have 


tioned pro pect may 


thought too 
much te 


ale MWial 


1995¢ 


lugust 


working 


rangement 


out mney hinanciun at 


Lhe 


may have solved an objection from 


econd ile Hhiaill 


the prospect wile by making 
modification 

vi hive hi ile 
best be described a 
iLise You guesses 
I hie first 


j 
arity th 


Qine mmol 
In thi Cast 
could 
procuring ¢ 
il the 


ale Triati | 


econd one 
not nmece 
pro uUritiv Catise 
which follow 
in the « 
Some 


arich thee principle 
W hoever 
ontract deserves the 
builder laced 
demands of several sale 

adopte d th 


them 


imple 
bring 
COMMITS 
vith the 
vent have 
int 


on 


poli 


ind you « bylarne 


Viany 
problem of pi 
ale the 


howing 


factor enter irite thie 
occuring cause in a 
lap e ol time between 
whether the ecom 
ol the effort 
Phe buyin 
fai 
pern ita ile 
that has al 
them 
prospect doe alle it 


ile Hiati Va iware 
of the first. and so on 
publi is Ul 


uall 


wont 


honest md 
about it and 
man to show a house 


ready been hown earlier 


When a 


chance ire mnethin 


the tirst ile 


there 1 
vronyg ometine 
o indifferent or ineffective 
the prospect is glad to be sho 
the house by a il nan he 
compet nt to do the job 

Cleat hard and-fast 
don't apply The important 

that bel 
person to ho i| 


rece 


rian d 


rule 


cut 


to remember 4 


arily Irie 


curing Cause 





fi rading Taps New 


hen ne two maior emning 
blocks to overcome in trading 
The first one is creating enough 
capital to back up the purchase 
guarantee; the second is finding a 
way to persuade buyers the guar 
anteed price is reasonable and ac 
ceptable 

The real estate companies mer 
chandising with trade-in plans do 
not seem to have serious difficultie 
with the first objection. Because 
trading is done usually on a con 
tingent basis, with an allowance 
of 40-60 days or even longer to get 
the house sold, the actual purchase 
of the house by the real estate 
company or the builder is less com 
mon than many suppose 

Persuading the seller-buyer to 
take a reasonable figure is, of 
course, a matter of salesmanship 
If the prospect is seriously inter 
ested in buying the new home, 
however, the real estate man has 
an initial advantage. The seller 
knows he must get his equity out 
of the old house in order to buy 
the new one. If the real estate man 
can show the seller he can be sure 
of getting no less than 10% or 15% 
of the appraised value, with 60 
days in which to get the full 
amount of the appraisal, he is of 
fering a deal that is fair to both 
parties, By setting a reasonable fig 


home 


this issue is published. 





FHA Makes Trade-Ins Easier 


FHA Commissioner Norman Mason announces trade-ins will now be easier due 
to relaxation of requirements. Interim financing will be more readily available, 
and it will no longer be required to make major improvements in the traded-in 
The only requirements which must be met will be those designed to assure 
that the property meets FHA standards... If the traded-in home was originally 
built with approval for FHA mortgage insurance, more liberal financing can be 


arranged, Directives will probably be issued spelling out the details by the time 


Sources of Prospects 


ure on the basis of a sound apprai 
sal, the broker can get the pros 
pect talking in sensible terms. If 
the prospect persists in clinging to 
an impossible price, there is no 
deal 

The number of 
that have made, however. 
trongly suggests there are plenty 
of prospects willing to be reason 
able people seriously interested 
enough in buying a new home 
they will listen to realistic offer 
for their old one 

For those willing to use 


actual trade 
heen 


trad 
ing to its fullest advantage by read 
ily buying, improving and selling 
traded houses for a profit, trading 
has many additional advantages 
For those who are reluctant to tie 
up their capital or who sell for 
builders who aren't able to tie up 
capital in existing houses the 
primary value of trading is its 
simple answer to the problem of 
disposing of the older home 
Advertising that you take trades 
will bring people into your office 
many people who will come to 
trade will never have to. Your own 
sales organization is your best pro 
tection 
trade-in 
houses, a 


against over-investing in 

Buying these 
one real estate man has 
said, amounts to “building up an 


inventory.” and the size of that in 


houses 
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ventory can make or break 
trading operation. By keeping 
ahead of your purchases, you can 
limit your investment and increase 
your sales 

Veteran traders like Gordon 
Williamson of Detroit can point 
to remarkable results with trade 
ins. During 1955 Williamson took 

30 houses in trade, and during 
the first half of 1956 has already 
taken in 76. Has his trade-in plan 
increased his sales? Williamson 
says, “Definitely!” 

Williamson has a_ syndicate 
financed trade-in plan, in which 
his sales organization participates 
The method of rewarding the 
syndicate for the advance of funds 
to complete a trade deal is to charge 
$100 off the top on deals with com 
missions over $500. Any profit or 
loss other than commission is re 
flected in the net results. Since it 
would be impossible to have ey 
eryone rule on the merit of a pro 
posed deal, it was agreed all deci 
sions would be made by our sales 
manager. Funds invested 
with the understanding they would 
be frozer for the balance of the 
yeal 

‘A trust account was opened at 
our bank requiring two signatures 
litle to properties taken in trade 
were in our company name and 
the company in turn gave the syn 
dicate a non-interest bearing note 
for the amount involved. Divi 
dends were paid to investors in ex 
act proportion to their investment 
and prorated on the basis of the 
calendar year.’ 

Last year, Williamson says, the 
syndicate participated in many 
transactions which would not have 
been made if they hadn't the trade 
in solution to offer their customers 
“Our ability to merchandise the 
used home in greater volume has 
attracted the attention of 
home builders in 
“and as a 


youl 


were 


new 
area,”’ he 
we've be 


our 
result 
come sales agents for a number of 
builders.” 


says, 


Most real estate men engaging in 
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Real estate trading is on the increase. It has become an important 


part of the service real estate men offer builders. Of those who offer 


a trade-in service, the majority say it has definitely increased sales. 


Here are the basics for setting up a trade-in plan and examples of 


real estate men who use trade-in house programs successfully. 


trades operate a less comprehensive 
plan than Williamson. In general, 
these plans are set up on a rule-of 
thumb basis. Ross Ellis of Cleve 
land has a more typical plan. “An 
appraisal of the pure haser’s house 
is made,” Ellis says, “and the 
builder agrees to take it at the ap 
praisal less commission. If the 
owner feels the market will sup 
port a higher price. he is given 30 
to 60 days to have us offer the 
home at the higher figure. If the 
house remains unsold at the end of 
that time, the builder takes it at 
the net price.” Ellis adds that he 
has the exclusive on the trade-in 
until it is sold 

O. P. Bancroft of 
braska, uses 
Realtors in 


Lincoln, Ne 
another 
Lincoln 


variation 


have set up 





with $100,000 in 
for trade-in financing. Ban 
croft feels this will solve the big 
gest wade-in problem that of 
sufficient capital. Cooperative 
trade-in organizations such as the 


a ey aap 
capita 


one in Lincoln are becoming more 
common. In the February. 1955 
JouRNAL the Baltimore trade-in 
plan was described. Mal Sherman, 
one of the participants, describes 
it briefly this way 

“We guarantee to buy the home 

10° than the FHA 

VA appraisal figure, if we can't 
ell it. The builder gives us a $200 
fee on this commit 
ment.’ Sherman traded 60 house 
last year and has traded 35 thu 
lar in 1956 


I. G. Hildebrandt of 


for les 


yvuarantee 


Greens 


North Carolina 
houses last year, and on the basi 
of 15 trades during the first six 
months of this year will probably 
increase the total number traded 
in 1956. Hildebrandt trade-in 
plan is based on “trading for 10 
15° less than what I personally 
think the house 1: 

Fritz | Minne 
apolis uses his plan tor what he 
calls “contingent type only 
We practically the 
ale if we can list the property at 
Not actually 
the 
offer 1 


boro. traded 25 


worth 
Brandberg in 


sale 


guarantec 


our price and terms 

usual 
till a 
and 


ralkine 


a “trade-in plan’ 
this kind of 


busines 


in 
seTrise, 
tumulator, 

the 


good 
good way eller 
in realistic term 
Lewis W. Gibbs of 
New York say: 
market value 
agreement to 


lo get 


Rochester 
We discount the 
10-15% or 
ell on a contingent 
basis. Usually sell on a 
contingent with a firm com 
mitment to take the house in trade 
if the house 1 old when the 
completed 


we can 
basi 


not 
new house | 

Don Shaw 
traded 25 
also increasing the rate of hi 
ing this year ith 14 trades in 
the first five month Why trade 


Shaw say The up-grading of our 


Colorado 
last vear 


ol Greeley 
h Lise and l 


clients’ housing is the most impor 
tant part of our busine 


How You Can Learn More About Trading 


§ pine story of how the trade-in 
house program has been de 
veloped and successfully operated 
by five pioneers in the field is 
told in a of booklets just 
published by Minneapolis-Honey 
well Regulator Company 

Five of the six booklets give de 
tailed case histories of the plan 
ning, procedures and techniques 
used by each of the trade-in ex 
ponents to carry out the program, 
under which old homes are taken 
in as down payment on new ones 

The sixth booklet. “A Future 
For You In Trading Homes.”’ sum 
marizes the experiences of the 
winners in the trade-in division 
of the Acapulco Derby, the met 
chandising contest sponsored by 
Honeywell each year with the 
cooperation of NAHB 

Featured in the booklets are 
Irving Rose of Detroit, John R 
Worthman of Fort Wayne, In 
diana, Leland Lee of Dallas, John 
G. Clarke of Portland, and Mal 


series 
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Sherman of Baltimore. All five are 
Realtor-builders 
The 


plores question 
conducted, 


booklet ex 
of how 


introductory 
trades are 
when and where, the 
kind of homes to be considered for 
trade-in, and prospects with whom 
you should trade. It also explain 
how you can determine if you 
should adopt a trade-in program 
of your own 

The case histories cover variou 
trade-in plans, reconditioning and 
elling existing homes, 
capital and refinancing 
problems, establishment of 
rate trading organization 
tising willingness to trade 
other points. They also 


how trade-ins can be used as sale 


appraisal 
needed 

epa 
adver 

and 
disclose 
boosters and how pioneer trader 
have found the program profitable 

The second booklet explains hoy 
tose uses the trade-in idea to help 
him merchandise hi 
The third 
makes 


home 
Clarke 
himself 


new 
how 


for 


des I ibe 


trade-ins work 
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builder-client 
year 

home trader are 
fourth booklet the filth tell 
Lee increased his construc 
tion volume 10-fold through trade 
ins. The sixth booklet 
Sherman 
Realtor and 
home trading 
city 


and hi 


Worth 


man 4) experience a i 


discussed in the 
and 
how 
relates how 
other Baltimore 


byusalede ! 


and 
are making 
a big busine on a 


wide scale in Baltimore, using 
a cooperative trading organization 

Honeywell 1 eltting itself 
thi field 
Our purpose in publi hing these 


booklets 3 
lain highlight 


not 
up as an authority in 
to bring together cer 
which wall provide 
an educational background for 
those who 
pany poke riatl 
The booklet 

one dollar for the complete 

ix. If like copy or 
der them from Muinneapolis-Hon 
Company Ly 
Vinneapoli 2 


are interested a com 
aid 
are available 


you would 


tegulator 


NB-# 


eywell 
partment 


Viinnesota 





YMART advertising and promo 
J tional planning combined with 
new and functional concepts in 
home design are paying profit-diy 
idends to the Century Company 
Palo Alto, Calif.. builders of the 

Space House” at Campbell on the 
famed San Francisco Peninsula 

Designed and built by a talented 
team of architect 
the Space Hou e combine 
of the better feature 


ern 


and decorator 

many 
of both mod 
and offer a“ 
flexibility of living normally found 
only in larger and more expensive 


and traditional 


home 

Long before the carpenters drove 
the first nail in the 
William, F. Sigal 
Century Company 
which 
everywhere 
profit 


new home 
the 


everal 


head of 
took 
home builder 
follow with 


step other 


could 
Sigal brought in a company of 
analysts to 
carry mtensive con 
urvey of the ¢ ampbell area 
the Sigal 
to determine the 


outstanding market 


out an urmner! 


Purpose of study. 
points out wa 
reaction need 


and desires of po 
tential 


and to 
which would be useful 
in the planning of our Cen 
tury Wood 

After the model 
built, but before they were thrown 
open for inspection, Sigal planned 
a sales and promotional campaign 
with just as much care 
details as the planning 
which went into the home 

\s a result 
potential buyer 
new tract. More significantly. a 
total of 24 of the homes 
sold on the first day of the open 
ing weekend 

Sigal had 
adverts ing 
Ramsey Co 


buyers obtain in 
formation 
lou 
development 


home were 


and atten 
lion to 


15.000 
warmed into the 


more than 


were 


asked a San Diego 
the Phillips 
to plan and carry out 
a complete promotion. An attrac 


live 8-page two-« olor brochure wa 


ayency 


prepared floor 
plans text. In 
cluded was a map on how to reach 


Wood 


with photograph 
and deseriptive 
the Century 
the size 


development, 


and of each home 


and its special feature 


Three color full page re Wspa 


advertisements. as well a: 
clis lay ad 


upplementec 


classified were used 


with radio spot an 


sign 
tele 


and highway 


billboard to 


nouncements 
ranging from 
phone pole ive 

Local 
the 
the promotion 


billboard 
people 


mew paper proved to be 


most effective media used in 


While 


rrhainiy 


program 


were cet by 


radio produced only a 


mall percentage of the thousands 


of visitors who turned out for the 
opening 

By converting the Century Com 
into an attractive 
with maps 
recommended color schemes 
Sigal boosted the 
appeal of the campaign. In 


home 


pany salesroom 


display area, layout 
and 
for decorating 
ale 
each attractive hostesses, 
briefed on the outstanding features 
of the “Space House,” answered 
question distributed 
Salesmen confined 
the sale 
Lape recorded music. 
with short, friendly 


ales me 


bro 
ther 
Even 
interspersed 


and 
chure 
activities to room 
low pressure 
ages. greeted the visitors 
during open house 
The “Space House 
igned by Robert Huston. 


Wa de 


Albert 


Give More Space for 


Sigal and William Sigal, all archi 
from Stanford 
effort 
to create 


tectural yraduate 

We combined our 
William Sigal explains 
the Western Design Group, in or 
der to put into practical use oul 
belief that 
could be achieved with privacy and 
that could be 


able at a moderate cost 


openness in a home 


pace made avail 


Sigal 
house was de 


As the name imple 
the 
signed to achieve a feeling of spa 
And to get this. we con 
the house itself 
but the entire lot as well, and the 
other 


continued 


ClOouUsTIe 


idered not just 


each house to 
in the 
Sigal did not follow the 
corched-earth policy” of 


relation of 
house ubdivision 

ul ual 
many 
in clearing all of the land 
erecting the homes. The 
House’ was built in an 
orchard and every effort was made 


builder 
before 
Space 


lo save as many trees as pos ible 

The house, with large areas of 
yla looks out on three distinct 
outdoor area fully fenced and 
with landscaping, plus in 
dividualized landscape plans pre 
pared by Eckbo, Royston & Wil 
liam by the 
complete the ultimate develop 


basi 


which owner can 


ment of the home 
din 
bedrooms and two 


In addition to living room 
ng area three 
baths. there 4 a 
room and a 


pacious family 


kitchen 


Fences and terrace variations in 
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pattern are provided each owner 
along with the basic lawn, plant 
trees, terraces and all fencing 
Albert Sigal developed a master 
color plan, related to the house 
trim walks 
house to house 


fences. terrace and 
and individualized 
throughout the development. In 
cluded is a “controlled” owner 
and til 
Another departure from typical 
ulted 
Sigal 


more 


election of interior color 


home truction re 
from a hunch by William 
that most home buyers 


tract con 
were 
interested in purchasing home 
than in buying appliances 
Consequently, while other build 
ers were emphasizing pre-installed 
Sigal reversed the trend 
to provide a low $12.750 price tag 
that had 
buyers 


appliance 
pecial purse appeal to 


who wanted a home and 


not extra appliances which many 
already posse sed 

\ total of 57 
the 
each with 3 
baths, both 
binations with a built-in 
kitchen with controllable 
peakers throughout the home 

Included in the 
controlled 


homes 
first 
hedrooms 


were in 
built 
2 full 


com 


cluded in group 
and 
with tub-shower 
along 
radio 


sale price are 


| 


thermostatically forced 


air heat, summer cooling, fireplace 
of brick. hardwood floor 


beam ceiling 


- exposed 


tile bath 
pecial wardrobe closet all Woo 
i 


and 2-car 


Cera 
| 


(i 


kitchen cabinet 
ind work hop area 


ReAI vw B 


ESTATI \ 





Privacy is designed right into the exterior of the 
home. Selling for only $12,750, the home is lo 
cated in an orchard and every effort was made 


to preserve the trees wherever possible 





Kitchen and breakfast area are separated by a partial wall and 
suspended cabinets, Free traffic movement is gained but not at 
the expense of normal kitchen activity 


Space and privacy are intangibles, but you 
can't afford to overlook their sales appeal. A 
California builder combines both in this at 


tractive home — and at a cost of only $10.60 


a square foot, including land. 


By KENNETH R. MACDONALD 


Bedroom also utilizes the “indoor-outdoor” concept, highly 
popular on the west coast. Glass doors permit maximum 
light while the high fence assures maximum privacy 


Outdoorindoor desien of the house i 
brought out in this view of the dining room 
Ihe « xposed beam coling large tloorto 
coiling windows and simplicity ol deswn all 


contribute to the feeling of Pac OUSEss 





Don't Neglect 


Complaints 


Following up the sale is an essential part of mer- 
chandising that is too often overlooked. Intelligent 
real estate men realize that new house sales lead 
to future re-sale business. You can insure getting 
those listings providing your original buyers are 
satisfied with their new houses and stay satisfied. 
‘| 
lations 


“eee 


YOO many home owner complaints arise from 

builders’ lack of compliance with FHA-VA regu 
Others result from builders’ failure to ex 
buyers what they can expect from thei 
iouses, where the owner's responsibility begins and 
the builder's ends. In other words, misunderstanding 
causes most complaints that plague builders and 
their sales agents, 

Aggressive real estate men are finding that pro 
cessing of complaints is a valuable part of their build 
er service. After all, placating an irate buyer takes a 
great deal of diplomacy and salesmanship. Few build 
ers have the time or inclination to handle it properly 

[he mandatory warranty is a special problem 
pot,” says FHA’s Charles Bowser. “Purchasers must 
know they are receiving satisfactory homes, After all, 
no house is ever built exactly according to specifica 
tions. There are great margins for errot 

suilders are not characterized by detailed paper 
work, keeping records that will protect against kick 
backs,” Bowser says. “You must keep all records 
completely accurate, reflecting all changes items 
removed or added to the original plans 

There's a big danger in the conflicts between 
FHA and VA requirements and procedures. It’s not 
enough to get FI A approval alone of changes made 
during construction 
also 


you must get VA approval 


kor your own protection, you must make certain 
your own and FHA-VA records reflect the house as 
finally built and delivered. If not, you're for 
trouble.’ 

To illustrate the problems you or your builders can 
wet into, Builder Alex Simms of Dayton tells about 
a project in the midwest involving 500 houses. The 
paving called for road mesh reinforcement. None 
was put in. The purchasers found out about it 

through the FBI) and the ruling is that the slabs 
must be rebuilt 

The term “complaint” negative, 
His salesmen do not handle complaints 

service calls.’ 


says Simms 

they make 
“Builders should use a form listing 
all items in the house that make sense to inspect,” 
Simms says. A builder should inspect the house with 
the buyer and get the buyer to sign a statement that 
the house is satisfactory except for certain items. The 
builder then should correct the items that are not 
satisfactory and get written clearance from the owner 
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You should be systematic in correcting buyers’ complaints and 
specific in letting them know when your responsibility ends. This 
form used by a Dayton, Ohio, Realtor-builder helps do the job. 


on those.’ With this system, the new owner is im 
pressed with the builder’s efficiency and each party 
knows where he stands in regard to service calls. It 
also gives the builder the opportunity to build excel 
lent goodwill by explaining the servicing of a house 
what the owner can expect in the way of settling 
plaster cracks, wood drying, and so forth. This is 
also an excellent time at which to give the owner a 
booklet on care of the home 

Another successful way is to use call-backs. Phone 
the new owner and ask him to make a list of items he 
feels are not right. Correct them and then have the 
owner sign a statement that he is satisfied with the 
materials and workmanship and that the house con 
forms to the warranty. Follow this up a week later 
by having another person in the organization call on 
the owner and deliver manufacturers’ literature on 
appliances and equipment in the home which will an 
wer questions on servicing 

Such attention takes little tume when 
is organized and it helps to build goodwill 

You can cut down many of your builders’ trouble 
with FHA and VA inspectors by getting them to 
realize the importance of field supervision. Too many 
builders think FHA-VA inspectors are construction 
supervisors, that if something is being done wrong 
the inspector will tell the workmen how to correct 
it. Show your builders how they can cut inspection 
red tape by hiring a field supervisor to make com 
plete inspections before FHA and VA make theirs 


In most cases, the builder can and should do it 


the system 
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Cartoons 


Can Put Life in 
Your Ads 


IVELY, unusual illustrations can generate wide readership for 

4 your advertising. They give you a means of breaking away 
from ordinary, uninspired or high-pressure ads. These ads show 
what can be done with simple illustration, even with relatively 
limited display space 

Developed by the Randall advertising agency in Hartford 
Connecticut for I. R. Stich Associates, the three ads appeared at 
one-week intervals prior to the opening of the Simsbury Height 
development 

The ads each stress a single theme, a imple message designed 
to get the widest possible readership. Followed up by a more 
conventional campaign at the time of the opening and in the 
subsequent weeks, these ads gave the whole campaign an added 
flavor and originality 

The copy in the ads, as well as the sketch of the view through 
the window. were unvarying in the three ads. Only the drawing 
and its caption changed, these drawing attention to the basic fact 
outlined in the body copy 

Competent advertising agencies can provide much original and 
attractive real estate advertising for you advertising that will 
avoid the monotony of uninspired campaigns 
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These ads show what you can do 
with clever illustrations to get 


maximum readership at low cost. 





MACHINE ACCOUNTING for Your Mortgage 


Many real estate companies maintain sizeable mortgage and insur- 


ance departments. If you do, you can profit by the experience of 


this Arkansas Realtor, who explains how his company has fully 


mechanized its mortgage record keeping. 


and indi 
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in the handling 
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( Nk. thing investor 
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pect 
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By Rirey N. DoNOHO 
Donoho and Sons, Inc 
Fort Smith, Arkansas 


in duplicate by the machine. One 
is folded and given to the borrow 
er as a passbook, the other retaim 
ed by us as a payment record, Six 
different colors of cards are used, 
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conventional, F.H.A. or G.I 


classified by interest percentage 


Accepting Loan Payments 
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Records Sie tesiinaeiiia aia 


card and passbook (duplicate) 
are automatically pre-scheduled 
by machine As payments are 
made, they are receipted by 
small window machine, as shown 
in extreme left-hand columns 





Ledgers are elways up-to-date and in proof, and are available Figure 2. Investor's report of mortgage activity is created auto 
for inspection at amy time with a minimum of inconvenience matically as a by-product of posting mortgagor’ accounts 


also posted on the same account tition of the same entry for in ways current, in pi 


ing machine; its electri lypewri tance, a separate posting to in 1} to be mailed out 


every entry to mortgage activity report and a Reduced Cost 
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ACCEPTED NATION-WIDE 
MODEL FOR 1956 Getler than ever! 


ST TTILH Sign Co 


2343 S.HANLEY ST.LOUIS.17,MO. 





PROSPECT AND 
CLIENT REGISTER 


$1 @) Postpaid 


How valuable we have 


found your wondertul Prospect Kegister 
It has enabled us to keep our records more accurate 


Tierney, Realtor, Babylon, New York 


in our office 
ly and efficiently Anne 


Thanks for telling us about the Prospect Register, It is very use 
ful in registering prospects for properties and in matching them 
against our listings Francts L.. Yingling, Realtor, Bayonne and 


Bernardsville, N 


This brand new work book is simplifying sales work for 
hundreds of firms over the country. It is a permanent 
record for all prospects and clients, with space for 2,000. 
It solves salesmen’s disputes, makes sales easier, cuts 
overhead, increases profits. 


Order copies today for your office and salesmen. 


Name in gold for orders of three or more 


John J. O'Marr 
1660 N. Western Avenve 
Los Angeles 27, Calif 


Please send me postpaid 
PROSPECT REGISTER. | enclose my 
amount of $10.00 per book 


A nt enclosed 
Nome 
Address 


Zone 
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Product Progress 


Continued trom tr 


page 


li 


the project and discusses design and construction fea 


tures 


Selecting Lumber 
CUSSCS how 


\n & page illustrated circular dis 
defects and moisture affect 


con 


grain content 
the quality and strength of wood. Single copic 
taining a guide for meeting specific construction need 
and entitled “Selecting Lumber 17.0) are a 
free from the Small Homes Council, | 
Illinois, Urbana, until September | 
they will be 10 cents 


tllable 
niversity ol 


\fter that date 


Featuring Family Rooms Detailed analysis of what 


any given home will cost to build is contained in a 
128-page house plan book just issued by Homes for 
Living Plan Service at 89-l64th Street 
New York. Illustrations, floor plans and descriptions 


of 82 homes of 


| imaica 32 


a wide variety are included as well as 
articles on the multi-purpose family room and land 
dollar 


scaping. Copies are available at one each 


Road Map of Real Estate Law George F. Anderson 
Legal Fditor of the Journal has recentlh completed i 
manual of “Real Estate Law in Action 
the course of re presentative transactions trom the time 
Available 
the University Printing Company, 1410 E. 62nd Street 


which tollows 


the owner makes up his mind to sell from 


Chicago 37, for 50 cents, the manual reports the duties 
broke 


contract of sale the 


and obligations of buyer, seller, lawyer and 
under the 


olfer to buy, the report ol title and the deed 


listing contract, the 


Plan Book Home Planners, Inc., of 
River, Detroit a will send you a new 
booklet entitled Natural Stone lor 50 
cents Featuring colored illustrations of 
booklet 


home designs as well as landscaping and decorative ap 


16310 Grand 


) 


now re page 


Homes ofl 


a COPS build 


; 


ing stones, the describes and illustrate ¥ 


plications olf various types of ston 


relerence edi 


Real Estate Law & Practice \ handy 
tion of “California Real Estate Law & 


able for 


Practice valu 
well AS I¢ I 
obtained trom the L.. B. William 
Organization, Inc., 4056 Wilshire Blvd., Los Angele 
5. Priced at $10.55, the 584 page volume provide 
prehensive coverage of the entire field of real estate 
practice 


non-residents of California as 


dents, can now be 
cot 


including forms, tax nina 


tions, court citations, and ty pic il questions ind an 
title 


FHA loan information and salesmanship 


tables, s imple ex 


swers concerning Histlratice re¢ il estate terms 





To get further information, use the 
handy inquiry form on page 10. 


Static Buckshot 


Cambridge Tile of Cin 
cinnati has 
coordinated group of con 


introduced 


temporary 
Suntile satinized ceramics 
Max Spivak, 
well known ceramu mura 
list. Fach ts 
a 


ed on 


pattern in 
designed by 


made up of 
unglazed tile mount 


1’x2’ paper heet 


NATIONAI EsTaTs 


Real 





for quick installation. Motifs include random, buck 
shot patterns stripes, abstract figures. and geometric 
design 


Solves Basement Wall Problems 


Aqua-Dry is a new sci 
entific concrete sealer that 
is odorles non - peeling 
and non-chipping lt ha 
an athmity for moisture 
only before it sets into 
i synthetic stone-like ma 
terial which effectively 
bonds itself into” holes 
Cc! ick nd pore ih Tha 
somnry. eliminating the 
passage of water. It can be 
easily tinted to desired col 
ors. according to the man 


ufacturer 


A Double-Duty Classic 


Lealtor planning built 
in ranges in their kitchen 
will be interested in the 5 ‘ 
new L. & HH custom-built : saints 
Classi double oven. It Sell More! Sell Better!” brings y 


has a triple rotisserie and \ , the JOURNAI 


Iwo automatic ovens in a simed Sales 


Training Series, | many 


; 


ngle stainle teel frame hard-hitting a 


€ Dy leading aut 
all handsomely trimume ) ‘ tl 


at Ww help y get better 
k f more es 


Worry and Warp-Free 


Fenestra Incorporated 
of Detroit announces a nev = 
line of folding steel door wad @ What Finally Makes ‘Em Buy? 
for closets and storage > 7 ® How the Professional Salesman Makes 
walls. Made of heavy-duty ; | a His Approach 
24 guage steel, the door (i © Sharpen Your Sales Techniques 
panels are one inch deep . ®@ Make Your Telephone Pay Dividends! 
ind contain sound deaden 7 : | ®@ How to Get Your Price 
ing material. Nylon bush ® How You Can Get Better Salesmen 
mgs a ure quiet opera 
tion. When folded back to 
the jambs, the new door 
give full acces to storage 


ared 


Twin Units Give Individual Room Control ONLY $1.50 PER COPY 


\ twireunit: system by Five Copies or more, $1.00 each 
Iron Fireman of Cleweland 


heating umit below if $441 - a ’ , pele sOW pry mite 
cooling unit above per i Litt me ora pe vy and mail it today 
mits individual control of = 
climate in each room. Low 
pre ure team from 


aie” Waele.” Giese NATIONAL REAL ESTATE AND BUILDING JOURNAL 


warm air unit. The cooling Department STB 
427 Sixth Avenue, $.£ 


unit 3 an in - the val Cedar Rapids, lowa 





room air conditioner. Con 
trols are coordinated. The Here's my check! Send me copies of SELL 
MORE! SELL BETTER! ($1.50 per copy. Five or more 


manufacturer reports that copies, $1.00 each 


thi twin ystem can be 
talles +} ! " 

installed in either ri Name 

construction or modern 

7Zation of resid ! i Address 
mercial I 


City 


liupust, 195¢ 





65,000 Realtors and Investors Cooperating 
To Sell and Buy Your Important Properties 


Reach All 65,000 — for as little as $35! 


The National Real Estate Marketplace 
A New Service to Help You 
Sell More, Lease More, Exchange More 


For as little as $35, you can advertise-list any property to more than 65,000 
Realtors, property owners, chain stores, industrial organizations, insurance com 
panies, and other investors 

Here’s how the National Real Estate Marketplace works: Send us the in 
formation (and picture if desired), on any property for sale, lease or exchange 
to out-of-town clients. You must be willing to pay commission to cooperating 
brokers 

Your advertisement will be featured in the National Real Estate Market 
place of the JOURNAL, and at no extra cost it will be featured in the quarterly 
National Real Estate Marketplace Bulletin. Each quarter, the Marketplace 
Bulletin, including all the advertisement-listings appearing during that quarter 
in the JOURNAL, will be mailed to every Realtor in the United States more 
than 58.000 plus the leading industrial organizations, chain store organiza 
tions, insurance companies, and other real estate investors 


All this at revolutionary low rates! 





The cost of the Marketplace service is exceedingly 
low. Yet, when your advertisement-listing appears , 
in the JOURNAL. it will also appear in the Market Stenderd Unit 

place Bulletin for that quarter at no extra cost a wide hb deep or 
Your offering will have month-long impact in the cs - 
JOURNAL, Marketplace, plus sales action for a full Additional Units 
three months through the Marketplace Bulletin! 2%" x 1" or 3% 














Fill out the coupon at left and attach copy for your 
Narionan Rear Estare anp Buiwpine Jounnat advertisement-listing. It will appear both in the Na 
$27 Sixth Avenue S.1 tional Real Estate Marketplace section of the JOUR 
Cedar Rapids, Lowa NAL and in the Marketplace Bulletin to 65,000 Rea! 
tors and investors at one low rate. A proof will be 
mailed to you prior to publication. Cost of engravings 
will be billed to you at publisher's cost 


Name 

Company 
Address 
City See advertisement - listings 
Size of advertisement — aes » 7 os 3 - — on the follow ing pages 


Picture enclosed 


Please check 








for suggestions 
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Office Building Location 
Brookline, Massachuetts 
near Boston Line 


320,000 square feet with 745 feet frontage on busy 
Route 9. Site of unusual beauty, utility and advertis- 
ing value. Perfect for your New England office 
headquarters, Will subdivide. Sell or build on lease- 


back. For information: 


LAURENCE L. Donanue, Vice President 


R. M. BRADLEY & CO., INC. 


622 Hammond Street 


Brookline 67, Massachusetts 





For Rent - $750 Month... 


100% location. Space now occupied by shoe com- 
18h’ x 
63’ — (aprx) 1165 sq. ft. with 12’ working ceiling 


pany but available on 60 days’ notice. Size 


and a 15’ x 18’ storage balcony. 


Base rent (3 to 10 yr. lease) — $750 mo, plus sales 


percentage depending on type of business 


Heat & Air-conditioning included, but tenant pays 


maintenance & all utilities 


Pedestrian Count — 9 to 5 daily except Sat. & Sun 
— & not Dollar Days — 16,461 


in Sioux City 


which is highest 


Write, wire or call 


BUCKWALTER COMPANY 


514 Nebraska 


For further information 


Sioux City, lowa 





DRY CLEANING PLANT 


Equipped with the latest type machinery (petroleum), 
modern plant, good lay out, has fur storage vault, one 
truck and one store in shopping center. Sales average 
$100,000 per year, five year record. Capacity for greater 
Buildings leased 


within 50 miles of Evansville 


volume Located in a progressive city 
Sacrifice $69,500 


Reasonable terms to qualified buyers 


price 


STAN HEUGEL, REALTOR 


11 8. E. Third Street Phone HA %4-3165 
EVANSVILLE, INDIANA 
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In the Fabulous Florida Keys! 


MARATHON 
HOTEL, MOTEL and DOCKS 


at Marathon, Florida 


Present improvements include 31 cottages 
Drive-In Restaurant, Cocktail Lounge 
Dining Room, 50-berth Marina, 1400’ fishing pier 
50 x 100 modern swimming pool, Lighthouse Office and 
63’, 50-passenger fishing boat “Marathon Lady.” 

Price: $850,000 
250,000 cash. Balance 20-year 
PM mortgage @ 5%. 


1 apartments 
Roof Garden 


Terms: 


Brochures on request. 


eee te ee 
~ 


J USTICE 
” | CCallor— 


Miami Beach, Florida 
“Justice for Buyer and Seller’ 


UN 6-7646 


BIG SPRINGS RANCH 


Chico (Butte County) California 


3697 acres deeded land at $30 per acre 


acTes lease d 


plus 0] 
§ room modern home, 3 room guest 
Iwo firne 
dreds of deer. Secluded 
vate fishing and 
1,200 to 2,400 ft 


cottage other bldgs fishing streams, hun 
Ideal stock ranch and pri 
Perfect climate 


hunting estate 


elevation 


Total price $110,000.00 
Write for brochure and brokers deal 
WILL TRADI 


FRANK MACBRIDE, JR., Realtor 


2101 Capitol Ave. Sacramento, California 


BIRMINGHAM, ALABAMA 
Place Your Warchouse or 
Manufacturing Plant Here 


11.5 acres on Seaboard KR. KR. for $18,750 


12 acres approxi., served by Southern and Sea 


board, close in, for $66,000 
12 acres on Southern KR. BK. for $18,000 


9.175 acres on Frisco KR. R., industrial water close 


in, for $44,000 


> acres Pinson Valley 
water, for $1,500 per acre 


Robert Jemison, Jr., S.LR 
JEMISON REALTY COMPANY, INC. 
REALTORS 
Established 1904 


Birmingh ann 


LAN RK IK industrial 


Io105 Third Ave A labaina 
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AN UNUSUAL PROPERTY MOTEL 


for office, clinical or fraternal ee ee 
purposes 


Are you look ing? for i cood motel ina fool 

proof loc ation? Here is one pr ict ills me 

vell-established and with an annual gro 

over $50,000 Retiring owner will iccept 

Only seven blocks from the 100% business district of Terre $50.000 down in cash. first trust deed o1 

Haute, with grounds covering a full half city block this dis ¢ od Mmcormme yroperts | I yctures ind 
) {) } ‘) Pe 

tinguished property includes a 14-room main building and a a oe pl 

rear building with five-room apartment and five-car garage full information, contact 

Rooms of the main building are well-arranged for general 

office use, and both sume are of masonry and steel in near FL EIS HER é S PA IN 

perfect repair. Features include passenger elevator, main en 

trance hall with marble walls, three baths on second floor, half REALTORS 

bath on ground floor and in basement, and full bath in garage 

apartment, Heat is by zoned-control steam system Richard Fleisher Robert F. Spain 

We would be pleased to cooperate with any licensed 

broker on a 50% basis of our authorized 5 com 


( 4 
mission if the property is sold through them SCOTIA, ALIFORNIA 
Taxes, payable 1956, are $2,484.18. 
Authorized sale price: $100,000. 


NEWLIN-JOHNSON CO. INC. 153.6-Acre 


6043 Ohio Street Star Building n \e 
TERRE HAUTE, INDIANA | nd ustrial Si te 


On dee p water channel, railroad and 4-lane highway 








3,500 Acres In Booming Arizona e The largest remaining tract with deep water front 
For Commercial or Industrial Development 


Located midway between Tuscon and Phoenix, on the | Une qu iled location for manufacturing p! int, bulk 
main connecting highway, this 3,500 acres on threes oil distribution, terminal warehouse. Many other 
ranches is also served by the main line of the Southern 
Pacific Railroad and Arizona Public Service's new mee ; 
Saguaro power plant Property includes registered land 3470’ frontage on South Branch of the Elizabeth 
ing field for planes, subdivided town with water and River 35’-40’ channel at mean low tide 


age available for industrial purposes in this active 
astern port 


uses 


Mus lines insta led, two modern du ylexes, a lovely four 
bedroom home and a small es oe 
sleeping rooms and dining facilities for 48 persons. A traverses property for 3070 feet 

substantial portion of the acreage is under cultivatior Unlimited high voltage electricity available Also 
and there are a number of wells now operating for u 
rigation and domestic use 


Virginian Railway (connecting with 8 trunk lines 
ied hotel with eigh 


natural gas and other industrial fuels and utilitie 
Ample dependable labor i ivorable labor laws 
With more than one-and-a-quarter miles of highway Ow will d le int _ ' 
frontage there is tremendous opportunity for commercia wher at CIVICE MIO « rat 
and industrial development 


‘ Offered at $215,000 
The total package has a fair appraisal value of more than letail ty NR.44 
$450,000, yet the total price, including all improvements, or details on proper VR ) 


is only $800,000. $100,000 down, with convenient terms on 


balance P R F \ y | y TO" 
The ORIGINAL Phoenix specialist in / 4 W S | ’ 
‘ a. ial a industrial Soe husively oil d b | ] C . 
The National Real Estate Clearing House 
JAMES G. BOWEN, REALTOR 


19 E. 53rd St., New York Ld PLaza 8-2636 
SIR, CPM 


BOSTON 7 CHICAGO . DEN . PHILADELPHIA 
106 N. Second Ave. Phone Alpine 8-2665 PALM BEACH ¢ LOS ANGELI \N FRANCISCO ¢ PARI 
Phoenix, Ariz. 
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APARTMENT HOUSE (608) 


965 Avenue C., Bayonne, New Jersey 


90’ x 100’; $20,000 over mortgage. (Mortgage, 28 


years, $125,000, 4°, interest and 14%, amorti 
7ation 

kxterior of the 3-story, 5-year-old building is 
new brick. It has colored tile baths, modern ap 
pointments in its 17 units 


C. B. Snyder Realty Co., Inc. 


61 Newark St., Hoboken, New Jersey Phone: SW 2-3800 


CHOICE PLANT SITES 


3 Acres to 150 Acres 


Lease - Lease Back - Sale 


Build to Suit 


CARTERET 


Industrial Center 


Middlesex County 





All Utilities Jersey Central R. R 
2500 Ft. along Jersey Turnpike 
it Interchange #12 
20 Minutes to New York City 
5 Minutes to Philadelphia 











BROKERS FULLY PROTECTED 


Alexander Summer Co. 


REALTORS 
INDUSTRIAL DEPT. 


rEANECK NEWARK 
TEaneck 6-4500 MArket 4-4800 


NATIONAL REAL Estate AND BUILDING JOURNAI 








in Philadelphia’s 
“TIMES SQUARE OF 
INDUSTRY” 


—— ae 
‘ wi 
221.000 SQ. FT. 
for Heavy Duty Manufacturing 
or W archousing 
ARAMINGO AVI AND CUMBERLAND 8ST 


@ CRANE and RAIL FACILITIES 
@ HEATED and SPRINKLERED 
@ ADDITIONAL PARKING AREA 


| ALBERT M. GREENFIELD & Co.| 


A COMPLETE REAL BS TAT & iINe/erTITVTIon 





Walnut and Juniper Sts. 
Philadelphia 7, Pa. 


To Sell, Lease or Exchange... 


uivertise any property in the National Real Est 
Marketplace. For as little as >5 our ad will appear in 
the Marketplace and at no extra cost ill be reprinted 
im the quarterl Marketplace Bulletin ent te OS 000 
Realtor md olnvestor ready to cooperate i 
your proper | ont al , 

Real 


NATIONAL REAL ESTATE 
AND BUILDING JOURNAL 


427 Sixth Avenue 5$.£. Cedar Rapids, tows 


Aug 














YHARLOT ITE, North Carolina 

Ais marking the ninth anniver 
sary of its firm housing code en 
forcement program. Walter S. Day 
ion, head of NAREB's” Build 
\merica Committee, reports that 
10,947 dwelling units in Charlotte 
been rehabilitated under 
enlorcement \ugust, 
Improvements have added 
than $8 million to the city’s 
assessable realty 


have 
code 
1948 
more 


since 


values, Dayton 


SAYS 


An advertisement of a property 
offered by an English broker has 
been picked up by the Westchester 
(New York) Realtor, After listing 
the features of the home, the ad 
states: “These particulars are be- 
lieved to be correct, but their ac- 
curacy is in no way guaranteed.” 


Society of Real Estate Counselors 
has changed its name to the Ameri 
Society of Real Estate Coun 
Now having more than 100 
the Society been 
operating since 1954, aiming to es 
tablish standards of 


can 
SO lors 
members, has 
prolessional 
ethics in its highly specialized field 
(Information 
may be obtained 


about membership 


from Society 


AAA-1 rated tenant will lease 
with 590,000 to 100,000 sq. ft. with ample par 
ing, located anywhere east of Mississippi 
with 200,000 population within 15 mile radius 
Broker cooperation invited 


Mitchell Realty Co., 276 - 


any type Bld 


iver 


Sth Ave., N. ¥. C 


We Ca 
Sel on 700 


© LK SCREEN, Red & White 
© Weather 


IAL 
”° SIX ‘900 
foch tor 
, Order Now! 
*f Cask or Money Order 
WRITE TODAY FOR FREE COLORED BROCHURE 


SMITH SIGN CO. 


Prooled Masonite 
©7275 STOCK DESIONS 











headquarters, 46 South Wabash, 


Chicago 3, Illinois.) 


who have been 
litle I home im 
then 


linnvit, 


Hone 
turned down tor 
provement 


owners 


loans because 
needs exceed the $2,500 
have another out, according to 
Realtor Leslie Blau of Newark 
New fersey, Blau these 
home owners can apply for loans 
under the allows 
purchase of a the 
present mortgage on the home has 
not been fully paid off, the new 


suUgeESLS 


which 
home. I 


pros sion 
used 


loan must be enough to cover both 
the unpaid balance and the re 
modeling. For example, if the un 
paid mortgage is $2,000 and the 
nprovements will cost $7,000, the 
loan must be $9,000 

Douglas bir Plywood Associa 
tion that 100) feet 
per unit is the best estimate of the 


reports about 
average footage of plywood in new 
homes. Chris Choate, Los An 
veles architect, is now devising a 
pre-cutting 
would 
Plan is to 


lor 
this 
pro 


system = ol 

homes that 
amount 12 
vide lumber dealers with a simple 


parts 
mcrease 
Limes 


means of precutting parts them 
(Choate 
the Cliff May panelization system.) 


selves is the originator olf 


25 Estate Hemlock $15 
Canadian Hemlock, Hardy 
18 to 24 
inches tall. Special this month 
25 tor $15 100 for $50 
or 500 for $200 


Northern Grown, 


The shipment at any later date 


WM. ROBERT McGUIRE 
P. O. Box 1024 
ELIZABETHTON, TENNESSEE 











EXPERIENCED REAL ESTATE WOMAN 


executive type spable of being my 


Very interesting work na 
conditioned real estate and insurance 
Western Massach salary 
Write Alexander W. Borawski 
| Street, Northampton, Mass 


setts Good State de 


56 Main 


tails 
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For the first time in three years, 
vacancies have declined in rental 
projects insured by the FHA. As 
of the end of March this year, the 
vacancy rate had dropped to 3.2% 
of the 520,000 units throughout 
the country. The vacancy rate 
had been increasing steadily for a 
three-year period. New England 
projects show the lowest vacancy 
rate: 1.10%. Highest rate is in the 
southwest, where the rate is 8.30%. 


Island 
678 homes is reported to be show 
the 


houses 


\ new Long project ol 
remarkable comeback in 
demand for 


Ranch 


counted 


ng a 
two-story 


and cape-cod stvles ac 


only slightly 
than 25°, of the total sales in the 
Despite all the talk of de 


trends 


lor more 
proj ct 


sign and buyer demands, 
the two-story still offers most space 
for the 
ing to have a 
the market 


tWo-story 


money, and is always 


ZO 
substantial slice of 
Having several good 


plans available might 


well be a good idea for you o1 


your builder-clients 

A Michigan builder has had to 
make up to 16 corrections in the 
heating installations of 400 homes 
in a project there. Corrections in- 
cluded elimination of air leakage, 
installation of moisture barriers, 
complete return air systems in each 
room, connection of all return air 
ducts to bottom of furnaces, in- 
stallation of air filters, installation 
of warm air supplies in crawl 
spaces, replacement of combustion 
air screens with rated type grills, 
replacement of supply registers 
with diffuser types, relocation of 
oil lines, installation of air damp- 
ers, and other minor items. (And 
you think you have troubles.) 





Real 


Baked Enamel on Durable Steel 
Write for FREE SAMPLE, Illustrated 


Literature and Prices 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 











__ Training FOR—— 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 


Investigate our Home Study and Residential 
courses in Real Estate. Includes al! phases of 
the business. Send for big FREE CATALOG 
today. No obligation. Approved for World 
War II and Korean Veterans 


WEAVER SCHOOL OF REAL ESTATE 


(Est. 1936) 
2020N Grand Avenue Kensas City, Mo. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 
SALES 


@ CAPE COD @FORT LAUDER 
1A DALE, FLA 


lack If 


NEW OR N.Y 
e@COLUMBUS . YORK 


OHLO 


@DENVER, COLO 

Garrett-B A 
Co @LORONTO, CAN 
‘ i 


eLDMONTON 
CANADA 
r 1 Mele 


@eWICHITA FALLS 
TEXAS 


Ray Keith Realt 
Co 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ALLENTOWN, PA @ MEMPHIS, TENN 
L. ©. Bailey & 
(C's lev 


esl. LOUIS, MO 


eCOLUMBUS, OHIO 
P. Zi 


@eSCHENPCTADY 
N.¥ 
c.4 

eLDMONITION 51 
CANADA 
m, —; @ TAMPA, FLA 

es ares Ke { if 

D 


@GRAND FORKS 
NORTH DAKOTA @LORONTO 
Schulthe Realtor CANADA 
Specializing NE } S 
Dak. & NW Mis 


eINGLEWOOD, 
CALIF 

I erson W. Da a eLORONTO 
' wd CANADA 


y bE. Perlman 
4 Felinton 


@KANSAS CITY w 
MO 
Moseley & Compa @ }ORRANCE, 
Reta Wholesale CALIF 
Industria Alter Kealty & 
40) aders Nat I rance 
4%) Ma 
rand 13 Otfice 


Fl. Tre 
Bk. Bidg 
1G 


11 


@eWICHITA FALLS, TEXAS 
Ray Keith Realty Co 
P.O. Box 219 


FOR IDEAL 
STORE LOCATIONS 


@ALLENTOWN, PA @hINGSPORT 
Dhe Jarre EN 
k 
Har 


@AUGUSTA, GA 
He 
Rea ( @eMEMPHIS 
i ! () | 
or I 
@ebALTIMORE, MD M 
B. Ho K 


OLUMBUS. OHIO 
VP. Zinn & 

{ 
’ eS\RASOT 


DMONTON IK 


ANADA 
L. 1M Re 
i e Lu 
' brd Street HENES 
NY 


4 


@KANSAS CITY, Cc i 
MO } 


OLD). OHO 
Al | Kk ‘ 


@ WASHINGTON 5, 
DA 


snnon & Luchs 
Co 
+-14th St.. N.W 


FOR FARMS 
AND RANCHES 


e LUBBOCK 
{ . « Mi 
P.O. Box 1584 


TEXAS 


R he 


@LRADENLTON @eRICHMOND, VA 
FLA ' 
W € i 

Co e ( 


ehUOMONTON @e\ISTA, CALI 
CANADA ‘ Mitle 
Melto , \ s Wa 


tod 


REAL ESTATE CONSULTANTS 


@ MEMPHIS 


() 


TENN 


in the “Consult These Specialists” 
Department: 


$3.4 

$3.% 

WO 
cents per issue 


y and state e 





Per Issue | 


Rates for Advertising | 


| 
| 
| 
| 
| 
| 


REAL ESTATE 
LOANS PURCHASED 
@SACRAMENTO, CALIPORNIA 


( 
Mw it Ave 


FOR EXPERT 
APPRAISAL SERVICE 


eCOLUMBUS @ NEWARK 
Has j 
ata 


OHO 


@eNEWARK, N ] 
@Lin\tcoNnion ( 
CANADA i 

| 


@eNEW YORK. NY 


{ 
I 
eFORT SMITH ’ 
ARK 
K t | ers 
MAI--SRA ASA est. LOUIS. MO 
o. 1 


at Roger ) Dickms 


@KANSAS CIHIY 


@locreiwd. OHO) 
i ‘ wee 
MAI 
I ‘ I 


@ MINNEAPOLIS 


MINN elORONTO 


, CANADA 
MAI & if 
iMa ! 

} 1 


eMONTOOMERY 
ALABAMA 

Lester HW 

" { 


@WASHING TON 
pe 


@NASHVILLI 
IENN @WASHINGTON 

Rierae ( DA 
te Ke 

MAJ! 

Ww 


FOR LAND PLANNING 


@ DENVER eWILMETTE, IL 
COLORADO M i 


K Kea Ke 916 Greer 
ri 


Ww 


eal Ave 


FOR PROPERTY 
MANAGEMENT 


eCOLUMBUS, OHIO ehLOUMONION 
* CANADA 
Co 


@DENVER, COLO 
B ? @TOPRKA, KAN 
x ¢ (sree o A 


B i 


were 





PACKAGED TO SELL 


Inland’s price... 














$3220 


Conceived to he Ip the smaller builder make 
a good profit A low-cost house pac kage 

fast to erect popular design and easy to 
sell. 1008 te ft. of living space on a slab 
foundation. Buyer's choice of 4 bedrooms 


or 3 bedrooms and family room 


This is the house that thousands of families 
want and you can price it right for 
your market 


Why the Inland package appeals 
to small builders: 


Quality materials 

Manufactured to exacting standards 

Choice of 6 exteriors 

Under roof in one day with a crew of six 

The convenience and economy of a single supplier 
Profitable to build 





ACTIVITIES ROOM 
ese 7 pera 
awe 


STORAGE 
r0Ow 








8£0 FOCm ving ®00m 
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for a 4-Bedroom 


WRITE for iIniand’'s information kit and get 
details on the D-230 and other Iniand Homes. 


Nethandel flomes 


501 College Street, Box 915 + Piqua, Ohio 





